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THE BIG 
BUSINESS 
BUILDER 


UPER-SMOKELESS Furnace 


dealers can build up a big busi- 

“ee AIR 

ness by furnishing their cus-incer 
tomers with furnaces that will 
burn soft coal smokelessly and with 
great efficiency, thus eliminating the 


smoke nuisance and saving fuel. 


Satisfied customers are a contractor's 
best advertisement, and bring new 


business. It will be to YOUR interest 
to become aSUPER-SMOKELESS 


Dealer. Send for literature and Special 
Dealer Proposition. 


Utica Heater ComPANy 


UTICA, N. Y. 
218-220 West Kinzie St., CHICAGO 


THE SUPER-SMOKELESS FURNACE 
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ARMSTRONG 


Guaranteed FURNACES 


STEEL FURNACE —of 
highest possible quality—to meet 





the insistent demand for the 
most efficient type of warm-air 
heating plant. 


Here is the best looking, best-built fur- 
nace on the market. Jt is the furnace 
that will make more customers and bigger 
profits for you than any other you can 
handle. 


If you want a furnace that sells readily, 
is priced right, is easily installed and 
that will satisfy both you and your cus- 
tomers, GET THE ARMSTRONG FUR- 
NACE CATALOG TODAY. 


The big call is for the steel furnace. 
And the Armstrong Guaranteed is the 
Steel Furnace of greaiest sales possibili- 
ties. Write—or wire. 


THE THOMAS & ARMSTRONG CO. 


Dept. 502 London, Ohio 
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The Famous 


Homer Pipeless 





Homer Pipe 
Furnace Castings 


Just a little better and a bit 
sturdier than necessary, but 
it shows the spirit of Homer 
policy. The famous Strokel iron 
is used exclusively in every 


Homer 


The Original, Patented, Pipeless Furnace 


$1,000,000 corporation, originated this type 
over 12 years ago, and is today manufac- 
turer of the most complete line of warm air 
heating apparatus in the country. 

Dealers who sell the Homer Line make money. 


Furnace Company, a substantial 


That’s 























casting. 





Less Price 
Less Fuel 
More Heat 











The Homer Wood 
and Coal Burner 


A new patented furnace with 
adjustable grates. Large door 
opening and long fire pot for big 
chunks of wood, quickly con- 
verted to a coal burner by a 
single movement. 


HOMER FURNACE COMPANY 


COLDWATER, MICHIGAN, U.S. A. 


why we are prosperous, too. 


Sell on twelve months’ 
time and get your profit 
immediately. We hold 
back no money! 


Homer Dealers sell furnaces 
on twelve months’ time 
with the Homer Time Pay- 
ment Plan. They mail us 
the contract and we send 
back their profit by return 
mail, 


We are also manufacturers 
of a complete line of fire 
place equipment and coal 
chute doors. 
Capacity 30,000 furnaces 
yearly 
Homer Furnaces are made in 


more than 50 different 
styles and sizes 


Write for Literature Descriptive of the Homer Line of Furnaces 





‘“‘There’s Harmony 
in Homer 
Heated Homes’’ 
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their business. 








INVITING YOU! 


The editorial columns of AMERICAN ARTISAN are devoted to the develop- 
ment and perpetuation of the Warm Air Heating, Stove and Range, Sheet Metal and 
Hardware industries. Its readers are cordially invited at all times to use this com- 
monsense method of obtaining the advice they need for the successful conduct off 


If your problem is a knotty or technical one, submit it to the Service Depart- 
ment and secure the benefits of the opinions of other men. It is an exchange in- 
formation department, and you are asked to relate your accomplishments and tell | 


how you have surmounted difficulties. Wherever possible rough sketches or photo- 


graphs should accompany the questions or suggestions, as they always make clear 
the points involved. Use this Service Department freely; it is yours. 

Answers to all questions will be held strictly confidential if so desired by the 
sender. If no mention is made to the contrary, questions and answers will be pub- 


lished in the various departments of AMERICAN ARTISAN. 
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Covers the Field 


Do you know anyone in your territory building a fifty- 
thousand-dollar mansion? Sell him a Sunbeam, for he wants 
what the Sunbeam can give him—plenty of heat all through 
the house, quick heat when he wants it and where he wants it, 
dependable, even, healthy heat. 

Do you know anyone in your territory building a five-thou- 
sand-dollar bungalow? Sell him a Sunbeam, for he wants a 
low priced heating plant that will give him heat and plenty of 
it at low fuel cost, and the Sunbeam is the answer. 


Whether for expensive homes, modest cottages, or those in 
between, the Sunbeam covers the field. There is a size and 
type that will solve any heating problem—to the owner’s 
complete satisfaction and the dealer’s profit. You can 
safely concentrate on the Sunbeam—there’s money in it. 
Write for the dealer plan. 

THE FOX FURNACE COMPANY, ELYRIA, OHIO 


Largest Makers of Heating Equipment 
Boston Atlanta Cleveland Chicago Denver San Francisco 


ee Pipe and Pipeless Furnaces are designed to give long 
life and service and to produce maximum heat from the fuel con- 
sumed. The low price at which they are sold is made possible by 
large quantity production and modern production methods. The 
Sunbeam plant at Elyria, Ohio, covers 25 acres and turns out a 
complete Sunbeam Furnace every three minutes. 
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The Bureau of Publicity Is Only 
Your Agent—It Is 


Your Job. 








S NOTED on page 17 of this week’s issue 

of American Artisan, the Publicity Bu- 

reau of the National Warm Air Heating 
and Ventilating Association has been organ- 
ized and a Director of Publicity employed. 

Thus the fifth great step has been taken in 
the campaign for more efficient heating of 
residences. 

The first step was the organization of the 
National Warm Air Heating and Ventilating 
Association. 

Second was the establishment of the Re- 
search Laboratory at the University — of 
Illinois. 

Next came the formulating of the Standard 
Code for Installation, now adopted by all the 
principal bodies in the field. 

Fourth was the building of the Educational 
Research Residence at Urbana, Illinois, which 
is now nearing completion and in which the 
theoretical formulae that has been worked 
out in the Research Laboratory will be tested 
under actual living conditions. 

And now we have the fifth step—in the or- 
ganization of the Publicity Bureau, through 
which truthful information will be dissemi- 
nated to the installer, the builder, the archi- 
tect, the owner, the general public. 

It will be seen that there is a logical se- 
quence in these steps. 

First, an organization of manufacturers 
who believe in making a good product. 

Second, a laboratory was established for 
the purpose of ascertaining what data could 
be obtained pertaining to the installation and 
use of various types of warm air heating ap- 
paratus and fittings. 

Third, a standard was set for the installa- 
tion of warm air furnaces. 

Fourth, a home was built where practical 
tests could be made of the scientific formulae 





and theoretical rules that might be developed 
in the Research Laboratory or by individual 
members of the Association. 

Fifth, a means has been provided for the 
collecting, collating and distributing of such 
practical information as may be contributed 
to or originated by the Bureau, to those most 
vitally interested in knowing the real facts 
about warm air heating: the furnace installer 
and the man who is in the market for some- 
thing with which to heat his home, as well as 
to those who may act as intermediaries for 
him—the builder, the real estate operator, the 
architect. 

It would be folly to assume that this Bureau 
can accomplish what we all hope it will ac- 
complish, without the hearty co-operation of 
those who are most interested—the manufac- 
turers and the installers. 

And lest some may misunderstand this 
statement, we shall try 'to make ourselves 





clear: 

The Bureau will have ‘comparatively little 
information to distribute unless the basic facts 
underlying such information are furnished to 
the Director. It is his job to whip the data 
into readable articles. It is your job, Mr. 
Reader, to supply him with from 
which he can prepare the sort of informative 
articles that will be of help to the installer, 
to the architect, to the builder, to the home 
owner—to everyone who has to do with the 
selling, buying and installing of warm air 
heating apparatus. 

So get busy. If you know of an especially 
fine furnace job; if you.have heated a house 
satisfactorily with warm air that was difficult 
to heat; if you have found a certain method of 
installation particularly successful —if you 
have anything at all helpful—send it to the 
Director, Bureau of Publicity, 152 West Gay 
Street, Columbus, Ohio. 


items 
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Random Notes and Sketches. 


By Sidney Arnold 














What a small world this is that 
we live in. 

Last year H. N. Taylor, head of 
the “Target and Arrow”’ tinplate 
folks, went abroad and spent some 
time in the original tinplate district 
in Wales, and upon his 
return he sent me a 
story about this trip, 
which was published 


in AMERICAN ArTI- 
SAN, the September 
15th issue. 


I now have the fol- 
lowing letter from Mr. 
Taylor, which shows 
that news will travel, 
and incidentaly also 
indicates the interest 
taken by British news- 
papers in whatever 
may be published in 
this country that per- 
tains to them. 

Mr. Taylor’s article 
was reprinted from 
AMERICAN ARTISAN 
by one of the newspa- 
pers in Wales and— 
but let Mr. Taylor tell 
the rest: 

DEAR SIDNEY: 

In a brief article of 
mine, which you pub- 
lished last fall, giving 
some impressions of 
my visit last summer 
to one of the Welsh 
tinplate works, a pio- 
neer of the industry 
in that district, I referred to an in- 
cident that gccurred upon that mo- 
tor trip, when we stopped at the 
crossroads in the little village of Usk 
in Monmouthshire to inquire our 
way of the officer directing traffic 
at that point and I mentioned a cu- 
rious feature of his uniform, name- 
ly, the brightly polished chain mail 
which covered the shoulders. 

Your readers may recall that I 
mentioned in that article that this 
feature of the officer’s uniform 








aroused our curiosity, but we did 
not take time to inquire whether the 
chain mail was intended as a pro- 
tection, as a mark of rank, or as a 
decoration of historic significance. 
Several weeks ago, much to my 


British “Bobbie” with Chain Mail on His Shoulders. 


surprise, I received a letter from the 
officer himself, William Gladwin of 
the Monmouthshire constabulary, 
saying that he had read my article 
and that he was very glad to supply 
the desired information. He says, 
“There are eighteen of us in the 
Monmouthshire constabulary _ be- 
longing to the mounted branch, but 
we only turn out mounted on spe- 
cial occasions. In the British regi- 
ments this chain mail was used as 
a protection against sword cuts, but 
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the police wear it as a distinction 
between the foot police and the 
mounted police.” 

Mr. Gladwin enclosed a_ photo- 
graph of himself taken on the same 
spot we saw him the day we made 
the inquiry. The building in the 
background is the “Three Salmons 
Hotel,” the name indicating the 
principal attraction of that region 
for sportsmen. 

It occurs to me that this incident 
showing how small the world is, 
might be of some interest to your 
readers. 

Under separate cover I am send- 
ing you a half-tone cut of the photo- 
graph sent to me by Officer Glad- 
win. 


H. N. Taytor. 


J. Charles Allen, the Internation- 
al heating engineer, stopped at a 
small country hotel one night, and 
was annoyed all evening by a fresh 
young traveling man, who insisted 
on letting everybody know that he 
was present and that he knew every- 
thing there was to know, including 
the latest‘in slang. 

But the following morning, 
Charles says, all the unpleasantness 
was compensated for, when the 
landlady put the young fellow in 
his class: 

At the breakfast table, desiring 
the milk, he exclaimed: “Chase the 
cow this way, please.” 

“Here, Jane,” said the landlady, 
“take the cow down to where the 
calf is bawling.” 


ok ok 


Mrs. Carlotta Bonheur Stearns, 
whose poems are familiar to read- 
ers of this page, and who is the 
mother of Joe Stearns of the Stearns 
Register Company, is planning a 
European trip. She expects to leave 
August 9th and will visit London, 
Paris, Brussels, reserving a day or 
two for a call on the Bard of Avon, 
being a great admirer of Shake- 
speare. 

x 2 @ 

Business should render restric- 
tive legislation unnecessary through 
so conducting itself as to deserve 
and inspire public confidence. 
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Publicity Bureau of National Warm Air Heating and 
Ventilating Association Is Off With Flying Start. 


Director Is Employed and Arrangements Are Made to Have Suitable 
Articles Prepared and Published in Local Newspapers and Magazines. 


FLYING start was made by 
A the Warm Air Heating Re- 
search Publicity Committee of the 
National Warm Air Heating and 
Ventilating Association at its first 
meeting in Columbus, Ohio, on July 
10th and 11th. 

The Publicity Bureau was estab- 
lished with E. F. Glore as chairman. 

A newspaper man of years of ex- 
perience has been appointed as di- 
rector. 

The committee has agreed on a 
number of fundamentals in the op- 
eration of the bureau, some of which 
follow : 

1. Use of the warm air heating 
house, now nearing completion, by 
the members of the National Warm 
Air Heating and Ventilating Asso- 
ciation at Urbana, Illinois, under the 
direction of the University of IIli- 
nois, as the basis of facts to be 
presented to the industry and pub- 
lic, telling the truth about warm air 
heating as proved by scientific tests 
under average livable conditions in 
the home. 

2. Getting the experience of all 
those engaged in manufacturing and 
installing warm air heating systems 
through written explanation of the 
best practice for proper and satis- 
factory methods of installation, 
maintenance and regulation of warm 
air heating systems. 

3. Editing and _ standardizing 
these articles into short, readable 
and understandable paragraphs that 
would be accepted and published by 
the press and other media as reading 
articles, which would tell the public 
that “Warm air heating is the best 
method of heating the home,” and 
reasons why. 

4. Askirig the manufacturer and 
installer to promote the use of the 
Standard Code by explaining it and 
adhering to it wherever possible. 

As to the latter much can be said 
about the benefits to the owner, 


manufacturer and installer.. The 
healthfulness of the owner’s family, 
the saving in fuel and labor, which 
results in his recommendation of 
warm air heating, the satisfaction 
in achievement and profit to the 
manufacturer, and the increased 
volume of business and profits to 





E. F. Glore. 
Chairman Publicity Bureau. 


the installer which always comes 
from a code installation. 

The Publicity 
ready to receive, edit and publish 
articles from all of those in the in- 
dustry, and you, the reader of this 
article, are asked to send to the Pub- 
licity Bureau at Columbus, Ohio, 
your ideas in writing of your expe- 
riences in installing satisfactory 
warm air heating systems. 

As a suggestion of what is meant, 
you could write on any of the fol- 


Bureau is now 


lowing topics, as stated in Bulletin 
141 of University of Illinois. 

1. The proper location of fur- 
nace with respect to center of base- 
ment. 

2. The proper location and num- 
ber of re-circulating registers. 

3. The proper location of warm 
air outlet registers. 


4. The relative value of inside 
and outside air. 

5. The effect of various installa- 
tion details on operation of base- 
ment pipes. 

6. The effect of various instal- 
lation details on operation of wall 
stacks to upper floors. ° 

7. The significances and proper 
percentage relative humidity in the 
house. 

8. The effect of wind. 

9. Thermostatic control. 

It will not be possible to write to 
each one personally for these ar- 
ticles, so send the Publicity Bureau, 
in the same language that you would 
use if you were in front of an archi- 
tect or owner telling them the true 
facts about warm air heating and 
why they should use it in the pro- 
posed building. Warm air heating 
systems can be sold by word-of- 
mouth ina convincing manner. 

Now, what will be done through 
this Publicity Bureau is to talk to a 
larger audience through the printed 
page, with the same orderly conver- 
sation as used when face to face 
with the prospect. The papers and 
magazines will print these edited 
articles without charge. 





Excelsior Heating Supply Com- 
pany Buys Home in Kansas City. 


The Excelsior Heating Supply 
Company, Kansas City, Missouri, a 
subsidiary of The Excelsior Steel 
Furnace Company, has purchased 
the four-story and basement ware- 
house building, located at 528 and 
530 Delaware Street, with vacant 
adjoining same which will be im- 
proved at a later date. The prop- 
erty is situated in the heart of the 
wholesale district and has been oc- 
cupied by the new owners for the 
past nine years, who thus acquire a 
permanent home for their business, 
the oldest in the southwest in their 
line, having been established in 1876. 
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Why Does This Furnace Job 
Not Heat This House as 
It Ought to Be Heated? | 
Here is a job for you furnace 
cranks. A brother installer is in 
trouble. He has a good furnace in 
the house, but upstairs it is too cold 
and the basement is warm. 
Let us hear from you with the 
best possible advice you can offer to 


ARTISAN AND 


cess he was having with the James 
oil burner, an appliance, which is 
said to burn equally well with gas 
or fuel oil. 

Bill says that it is practically 
noiseless in its operation. It has no 
motor or other mechanical parts to 
get out of order, as he puts it. 

But it is out of the class of the 
low-priced burners, which ought to 
be an indication that it is of the sort 
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Floor Plan of Furnace Job That erage Unsatisfactorily. 


solve the problem in the following 
letter : 
To AMERICAN ARTISAN: 

Enclosed please find sketch of a 
warm air furnace job I have trouble 
with. Seeing a lot of other readers 
of your valuable paper receive help, 
I would like to try my luck. 

This job does not heat the house 
satisfactorily, but the basement is 
always warm. I know that another 
register is needed, but where to put 
it is just what I don’t know. 


The home is one-story, built of 
tile and brick. Any information 
will be appreciated. 

L. H. K. 





Bill Angermyer Is Selling 
James Oil Burners and Says 


They Work Fine. 

During the National Sheet Metal 
Contractors’ Convention in Wash- 
ington, D. C., Mr. W. F. Anger- 
myer, known to all who attend these 
great meetings as “Bill from Pitts- 
burgh,” buttonholed every man he 
knew and told him about the suc- 


that can be relied on, and yet the 
price is considerably lower than 
must be asked for motor driven 
burners. Bill would like to hear 
from installers who want to know 
about a good burner. 





Educational Research Residence 
Is Rapidly Nearing Completion. 


The educational research resi- 
dence, which is being built for the 
National Warm Air Heating and 
Ventilating Association at Urbana, 
Illinois, is rapidly nearing comple- 
tion. 

The copper shingle roof has been 
laid and measures up to the descrip- 
tion of its sponsors, in architectural 
beauty and effect of permanency. 

The pipes and fittings for the 
warm air heating system have been 
installed. 

Call was made on June 25th for 
the final payment of subscriptions 
for the building of the educational 
research residence, and it is a pleas- 
ure to note that the response was 
typically prompt. 
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J.A.Spangler Company Succeeds to 
Sheet Metal and Furnace Business 
of T. B. Shannon Company. 

Twenty-seven years ago, T. B. 
Shannon started a small hardware 
store in lola, Kansas. Little by 
little the business grew for a few 
years, and then it went ahead by 
leaps and bounds, until 47,350 
square feet of selling and warehouse 
space were occupied on July first. 

Mr. Shannon has now decided 
that he wants more leisure for him- 
self, so he has divided his large busi- 
ness into six companies, in each of 
which either he or his son, Arthur 
Brown Shannon, will retain a finan- 
cial interest but the active manage- 
ment of which will be in the hands 
of one or more of his former em- 
ployes and associates. 

The hardware, stove and house- 
wares department is taken over by 
the Shannon-Williams Hardware 
Company composed of T. B. and 
A. B. Shannon, John A. Williams 
and C. L. Washburn. 

The automobile department is op- 
erated by the Shannon-Ellis Motor 
Company, composed of T. B. Shan- 
non and A. L. Ellis. 

The sheet metal, roofing and fur- 
nace business will be carried on by 
the J. A. Spangler Company—J. A. 
Spangler and T. B. Shannon. 

The gasoline and lubricant busi- 
ness in the hands of the Brown Oil 
Company, composed of Dewey L. 
Brown and Arthur Brown Shannon. 

The electric battery service de- 
partment is operated by the A. H. 
Davis Electric Service Company. 

The department selling farm im- 
plements and allied lines is carried 
on by the original corporation of 
the T. B. Shannon Company, the 
officers of which are T. B. Shannon, 
Levi E. Steele and C. A. Dorsey. 

AMERICAN ARTISAN has been a 
regular caller, every week, in the 
offices of the company for many 
years and expects to be for many 
years to come—a subscription order 
for two years having just been re- 
ceived by Mr. Spangler. 

Our best wishes for the continued 
success of this great business enter- 
prise are extended. 
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Local Furnace Installer Uses Manufacturer's 
[Illustrations to Good Advantagein Advertisements 


Rosencranse & Creig Know Value of Comprehensiveness 


in Advertisements Designed for Busy Work-a-Day World. 


NE thing is certain and that 
O is people are going to be much 
more interested in an article or ob- 
ject if it is thoroughly explained so 
that they can easily understand it 
than otherwise. Something which 
the mind grasps easily is always 
much more popular than the thing 


which requires concentrated study 
to understand it. 

Rosencrans & Creig are agents 
for the Hero furnace. We have re- 
produced herewith one of their ad- 
Hero furnace. 

The illustration in the advertise- 
vertisements in which they offer the 
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HEATING SYSTEMS 
PIPE AND PIPELESS 
Md by Hero Furnace ©, 4//} 


a ——THE— 


Hero Air-Jet 


A Fit Companion For The 


Hero Air Washer 














The AIR-JET and AIR-W ASH ER place 
the Hero furnace strictly in a class by itself 


Rosencrans & Creig, Agents 


} 


This Air-Jet 
device by which heated air is 
rrojected into the combus- 
tion chamber of the Hero 
Furnace directly over the 
fire. The gas and fumes 
that arisc from the heated 
fy@l, by aniking with this 
heated: air, are consttied 
with nemarkable complete- 
ness. Low grade, soft coal 
can be used withonc ¢élog- , 
ging pipe or chimney. A 
much greater .olume of heat 
is derived the fuel, 
thus offecting a substantial 
saving on the coal bill. 


is a simple 


from 


This device was given sev- 
eral months test at the Hero 
Furnace factery before bein;: 
put on the market. 
ing to mean much to the 
coal consuming public. 


It is go- 
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Advertisement Containing ee Illustration of Hero Air-Jet and Air 
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ment could not be improved upon. 
The reader of the ad will get the 
idea in a twinkling of an eye. It 
shows clearly just how the Hero 
Air-jet works and what it accom- 
plishes. It plainly illustrates the 
principle upon which the success of 
the air-jet is grounded. It schools 
the prospective customer on how 
the air containing oxygen is intro- 
duced above the bed of hot coals, 
there uniting with the small units 
of gas, causing the latter to burn 
while still low in the firepot. In 
this way the gases are not only con- 
sumed, but they also have ample op- 
portunity to expand and to carry 
their heat to the radiating casting. 

It is well indeed, that its appeal 
is made in the clear, forceful man- 
ner appearing in the ad. This is a 
busy world and unless the average 
person’s logical reasoning processes 
are appealed to, he is apt to become 
suspicious of the proposition he is 
asked to inspect without first giv- 
ing it a fair chance. 

The illustration of the advertise- 
ment shown obviates this possibility 
in short order. And that is what 
an ad should do if it is successful. 





That Globe “Clincher” Is Surely 
a Fine Help for the Furnace 


Salesman-Installer. 

The Globe Stove and Range Com- 
pany has always been noted for its 
exceptionally well planned selling 
helps, as well as for the high qual- 
ity of its stoves, ranges and fur- 
naces, but it is not out of the way 
at all to say that the latest product 
of the Globe Advertising Depart- 
ment is the best yet. 

First, there is a handsome book- 
let, properly named “The Clincher,” 
in which the special selling campaign 
on Globe warm air furnaces is ex- 
plained and full details given of the 
furnace. 

Second, a “personal” letter with 
real information in it, of which any 
furnace installer-salesman can make 
use. 

Third, a full set of nine excel- 
lent photographs showing the con- 
struction, in detail, of the Globe fur- 
nace. 

Fourth, a portfolio in which the 
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whole may be carried by the in- 
staller salesman. 
Furnace men are invited to write 


to the Globe Stove and Range Com- 
pany, Kokomo, Indiana, for a copy 
of “The Clincher.” 


Wisconsin Installer Stages Profitable Furnace 
Smoke-and-Soot-Burning Ability 
Demonstration. 


Reinke & Court, Appleton, Impress Home Owners With 
Money-Saving Feature of Super Smokeless Heater. 


N THE June 14th issue of AMErR- 

ICAN ARTISAN, page 20, there ap- 
peared a reproduced furnace adver- 
tisement of Reinke & Court Hard- 
ware, taken from the Appleton, 
Wisconsin, Post. 

In that article we pointed out 
what we thought were the weak 
points of the ad, looking at it as we 
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This Is The | 
SUPER-- 


Smokeless 


The FURNACE That 
Guarantees Coal Economy 


Reinke & Court Hardware 


Furnace Advertisement as It First 
Appeared. 











did through the eyes of the prospec- 
tive customer reading his evening 
paper. 

A short time later the ad was re- 
constructed and used again by the 
same installer. 

Now, in order to show the im- 
provements made, we have here re- 
produced the built-over advertise- 
ment, contrasting it with the orig- 
inal ad. 


A glance at the revamped ad will 
show that the prospective customer 
is definitely told of a 50 per cent 
saving in the cost of fuel. Then, 
in order to back up this statement, 
Reinke & Court announce the public 
demonstration—the proof of the 
pudding, which is in the eating. 

In explanation, it will be noticed 
that the second advertisement actu- 
ally gives the prospect’s mind some- 
thing upon which to center atten- 
tion, something that will arouse his 
interest because it is going to bene- 
fit him directly. He’s going to say: 
“If that furnace can save me 50 per 
cent of my fuel bill, do away with 
soot and smoke, and make the grade 
of coal which I must buy of less 
importance than it is now, that’s the 
furnace I want.” 

The next question in his mind is: 
“Can they actually do it, or is that 
just more bunk?” 

Neither one of these questions, 
we think, are provoked by the ad 
as it first appeared. 

The customer then reads about 
the demonstration and resolves then 
and there to see it. 

As fas as the second ad is con- 
cerned, it has done its work, and 
nine chances out of ten the fellow’s 
innate curiosity will insure his pres- 
ence to see the demonstration. 

The time arrangement in the sec- 
ond ad, too, it will be noted, is all 
based upon the convenience of the 
prospect. 

When constructing an advertise- 
ment, care must be exercised to 
think out just what natural ques- 
tions will arise in the mind of the 
reader as he reads through the ad- 
vertisement. And then aim to an- 
swer them in such a way as to arouse 
interest. 
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No ad is complete, in our esti- 
mation, which does not take the 
reader through the four recognized 
steps in the process of selling—at- 
tract attention, create interest, pro- 
voke a desire for the article, and, 
last but not least, influence the pros- 
pect to buy the product advertised. 
Each one of these steps can be defi- 
nitely traced in the reconstructed 
advertisement shown. 





How Long Does It Take 
to Make a Good Installati n 
of a Warm Air Heating Plant? 


Come on, you expert installers. 
Let us hear ‘the truth. No fish 
stories. And the job must be done 
according to the standard code. 

Here is what is wanted: 

To AMERICAN ARTISAN: 

In order to arrive at the average 
labor cost of installing a warm air 
heating plant, we would like to ask, 


THE UTICA SUPER SMOKELESS FURNACE 


TO PROVE THAT THE 


SUPER-SMOKLESS 


Will Save 50 Per Cent of Your Fuel Cost 
We Are Conducting An 


Actual Firing Demonstration 
OUT-OF-BOORS ON APPLETON STREET 
Near the Chicago & ee 
This Demonstration Will Show You How SUPER SMOKELESS 
FURNACE Burs op te Gus nad Sake {That Goev Up the Chimney i 


Ordinary Furhaces) Giving « Double 
Ww. Furnace Burn the Dirtiest Kind of Soft Coal, 


onderful 
and Without Soot. 


FREE 


At this Demonstration — Use- 
ful Household ,Souvenirs for 
the Ladies 


Reinke & Court 


HARDWARE 























The Same Advertisement Reconstruct- 
ed Along Scientific Lines. 
through your columns, an expres- 
sion from other installers, who have 
had at least six months’ experience 

in the use of the standard code. 
We will take as an average in- 
stallation : 
Two return air ducts, four warm 
air runs to first floor, two stacks to 
second floor. 
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Any information as to the hours 
required (two men installing), or 
the cost in dollars for such an in- 
stallation, will be greatly appreci- 
ated. 

Your very truly, 
Liberty Specialty Company, 
A. C. TINKER, Manager. 





GiltEdge Heating 
Company, Oak Park, 
Does Not Waste Space. 

The GiltEdge Heating Company, 
18 West Lake Street, Oak Park, 
Illinois, makes sure that it can carry 
out a policy of service and then lets 
the public know about it. 

In the accompanying advertise- 
ment of this installer they openly 
avow that their statements are some- 
what strong, but in the same breath 
almost they assure their patrons 
that they make good all guarantees 
given by them. 

The headline on 
ment is very good. 
entire message in three words. Ii 
the reader sees the ad, he has the 
entire message in an instant. No 
complicated or meaningless phrases 
are employed and no space is wasted 
in getting the message across. This 
is the type of advertisement that 
pulls big business. It is one that 
can be copied to a good advantage 
by other furnace installers. 


the advertise- 
It sums up the 


_ Satarday, January 12. 1924 


AMERICAN ARTISAN AND 


The House That Jack Built 
Helps to Advertise Furnace 


Business in Salt Lake City. 


Out in Salt Lake City, Utah, 
there is a firm of warm air furnace 
and sheet metal contractors which 
believes in letting folks know that 
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be seen that when their truck travels 
down the street, people on that street 
will find it difficult to remain ignor- 
ant of the existence of Binnington 
Brothers or of the nature of their 
business—that of “Furnace Special- 
ists.” 

On the roof of the “house” ap- 








BINNINGTON BROS 


1984 Sil € 














This Delivery Truck Advertises the Business in Excellent Manner. 


every home needs a furnace—in this 
particular case a “Homer.” 
Binnington Brothers is the name 
of the firm, and from the accom- 
panying illustration it will readily 
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heating plants 


Heating Comfort Guaranteed 


To guaraatee that your building will be com- ~ 
fortably heated by the heating system we install ” 
is “going strong,”’ but we do it and make good. 


We install complete heating systems—Warm 
Air, Hot Water, Steam and Vapor—and furnish 
prompt repair service on all types and makes of 
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The GiltEdge Heating Company 


18 West Lake Street, Oak Park, Illinois 
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Advertising Space That Is Well Employed. 


pears the well known slogan of Ho- 
mer furnace installers, and on the 
rear of the roof these words are 
painted, “Here Comes Binnington 


’ 


Brothers.’ 

The two young men in the pic- 
ture are the two brothers—owners 
of the business. They are strong 
believers in going out after prospects 
and make good use of the many fine 
pamphlets, show cards and signs 
furnished to customers by the Ho- 


mer Furnace Company. 


The stoves illustrated in catalogs 
look very attractive ; make the stock 
in your store look equally so. Keep 
the stoves brightly burnished and 
in good condition. Display them, 
in season, at the front of the store, 
and run window displays of heat- 
ing goods frequently. These meth- 
ods, with proper stress on quality, 
service and durability, will effective- 
ly counteract mail order competi- 
tion. 
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Pattern for Automobile Factory Ventilating System Installed 





at Cleveland, Ohio. 


Necessity of Well Ventilated Rooms for 
Automobile Factories Well Recognized. 


Written Especially for AMERICAN ARTISAN by O. W. Kothe, Principal, St. Louis Technical Institute, St. Louis, Missouri. 


UR drawing shows a suction 

system for ventilating an auto- 
mobile factory sent to us by one of 
our students, Edward W. Johnson, 
Cleveland, Ohio, and shows a novel 
treatment in the graduation of the 
main suction lines of the system. In 
automobile factories the necessity 
for efficient ventilation is well recog- 
nized, and many of the large fac- 
tories have elaborate system. In 
these factories vast addition to the 
trade have sprung up in the shape 
of blow piping, heating and ventilat- 
ing, as well as automobile body 
work. There are always some me- 
chanics who do the roughing in of 


work, others do the finer mechan- 
ical work, and still others do the 
designing and getting out. In large 
organizations it is extremely hard 
for a lone person to secure ad- 
vancement unless it is by a merit 
that stands out very pronouncedly 
over and above the masses of other 
men. 

So in this drawing we have the 
main suction line, which is tapering 
and contains a deflector for dif- 
fusing the air currents for exhaust- 
ing the air up the stack. Much of 
the work is of a straight nature, re- 
quiring mainly the angle elbow, and 


square to round of. center. 


work to carry off the 


refuse. 


the round pipe enters. 


easier than if they were round. 


SPOUN DO FYFE WOPPKR SET *2& 


Patterns 
for these are laid out much the same 
as many of the problems we have 
considered from time to time. The 
main feat is the designing of the 
exhaust 
Readers who are interest- 
ed in this plan can begin to lay out 
the different patterns and especial- 
ly the tapering connections to where 
We see up 
to the square to round the pipe is 
kept square so that the clean out el- 
bow has a slide on the back enabling 
it to open and close. This also makes 
laying out of the various parts much 
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Three Busy Days for Pennsylvania Sheet Metal 


AMERICAN ARTISAN AND HARDWARE 


Contractors at Pittsburgh. 


State Convention Program Is Full of Im- 
portant Subjects for Discussion and Decision. 


ITTSBURGH will have an in- 

flux of sheet metal contractors 
during Wednesday, Thursday and 
Friday, July 23rd to 25th, as the 
state convention will be in session on 
these dates at the Seventh Avenue 
Hotel in that city. 

Many salesmen, members of the 
Distributors’ and salesmen’s Aux- 
iliary, will also be in attendance, 
their annual meeting being held Fri- 
day morning. 

The program for the convention 
follows: 

Wednesday Morning, July 23, 1924." 

8:30 to 10:00 a. m.—Registra- 
tion of delegates. 

10:00 a. m.—Convention called to 
order by Louis Luckhardt, chair- 
man convention committee. 

Singing “America.” 

Address of Welcome 
orable W. A. Magee, mayor of the 
city of Pittsburgh. 

Response of State I’resident D. 





By Hon- 


EK. Habercorn. 

Report of convention committee. 

Appointment of credential, reso- 
lution and auditing committee. 

President’s report. 

Secretary's report. 

Treasurer’s report. 

Wednesday Afternoon, July 23, 1924. 

1:30 p. m.—Report of vocational 
education committee, by W. J. Keist, 
chairman. 

Address: “Industry and Educa- 
tion,” by Clifford B. Connelly, A. 
M., Sc. D., D. of E., director indus- 
trial relations, Carnegie College of 
Industries. 

Address on vocational training, 
by Professor J. S. Daugherty, Car- 
negie College of Industries. 

Address on the Pittsburgh plan 
of vocational training, by W. C. 
Markle. 

Report of trades relation and pol- 
icy committee, by H. F. Banthan, 
chairman. 

Report of legislation committee, 
by Thomas Arnold, chairman. 


Address: “Trade Development,” 
by W. C. Markle. 

Address: “Insurance for Sheet 
Metal Contractor,” by Leroy Wood, 
secretary Manufacturers Casualty 
Company. 

Report of by-laws committe, by 
Louis Luckhardt, chairman. 

General Discussions—Questions. 

Thursday Morning, July 24, 1924. 

9 :30 a. m.—Address : “Warm Air 
Heating,” by Frank H. Phegley, 
manager of Research Bureau Hart 
& Crouse Company, Utica, New 
York. 

Report of overhead expense com- 
mittee, by W. H. Tinney, chairman. 

Address and demonstration of 
overhead expense, by William D. 
Mcllroy. 

Address: “Why an Association,” 
by Paul F. Brandstedt, chairman of 
national trade development commit- 
tee. 

Address, with moving pictures, on 
the manufacture of sheet copper, by 
G. F. Stanton, manager of sales of 
the Baltimore Copper Smelting & 
Rolling Company. 

Thursday Afternoon, July 24, 1924. 

1 :30 p. m. Sharp—Outing—Auto 
trip through the city, parks and 
country to The Pines for dinner and 
dance. 

6:00 p. m.—Convention picture. 

6:30 p. m.—Dinner. 

Friday Morning, July 25, 1924. 

9:30 a. m.—Distributors’ and 


salesmen’s auxiliary. 

Thomas R. Cook, Jr., president, 
2422 North Marshall Street, Phila- 
delphia. 

Oliver C. Brooks, secretary, 2138 
North 19th Street, Philadelphia. 

Friday Afternoon, July 25, 1924. 

1:30 p. m.—Report of resolutions 
committee. 

Report of local associations. 

General discussion. 

Nomination and election of of- 
ficers. 

Selection of convention city for 
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Strike of Sheet Metal Men 
in Dayton, Ohio, Is Settled 
Without Wage Advance. 


We are in receipt of advice from 
F. J. Hoersting, Dayton, Ohio, to 
the effect that the strike, which was 
called by the sheet metal workers in 
that city on May Ist, has been called 
off by the union. 

The demands of the workers were 
submitted to C. E. 
dent of the Dayton Chamber of 


Burnett, presi- 


Commerce, who, in his decision, de- 
clared that the $1.10 rate paid by 
the contractors was as high as con- 
ditions would warrant, pointing out 
that in many other cities in Ohio 
and neighboring states the sheet 
metal workers received considerably 
less and were satisfied. 

The arbitrator also advised that 
men employed by the contractors 
during the strike should be permit- 
ted to continue at work and left 
free to join the union or not as 
seemed best in their judgment. 





Stop! 
Look and Listen! 


ON’T conduct your work 
blindly! The margin of 
profit is generally too narrow 
to permit of much undirected 
and hit or miss experimentation. 
Seemingly insoluble difficul- 
ties fade away like snow before 
a summer sun in the searchlight 
of reason and logic. 

Send your difficult problems 
to American Artisan and Hard- 
ware Record for solution. 

Don’t fumble along in the 
dark! 

Let us help you! 











Successful experiments have been 
conducted in Germany in obtaining 
gas from peat, says Vice Consul 
Anslinger, Hamburg, in a report to 
the Department of Commerce. This 
extraction is one of the many sub 
stitute measures adopted perforce 
in the reconstruction of German 
economic life, particularly its indus- 
tries, where the shortage of coal has 
been the great problem. In some 
cases it is said to have been possible 
to convert coal-gas furnaces to peat- 
gas furnaces, which is looked upon 
as a Salvation for a_ heretofore 
almost useless and dormant national 
resource. 
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lowa Sheet Metal Men and T heir Families Have 
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Glorious Time on Annual Outing. 
Waterloo Committee Covered Itself With Glory— 


Eats Scrumptious and Entertainment Fine. 


HEN you sit down to what 

you have been told is just an 
ordinary picnic lunch, and you get 
hot chicken with biscuit, mashed po- 
tatoes, salads, ice cream, lemonade. 
angel and devil’s food cake, and 
goodness knows what else, in big, 
generous portions, then you know 
for sure you are going to have a 
good time. 

But, I am getting ahead of my 
story. The Russell-Lamson Hotel 
at Waterloo was a mighty busy 
place Saturday morning, when car 
after car of happy sheet metal con- 
tractors, salesmen, their wives and 
families piled out, having driven 
from all sections of the state for 
their annual outing, and; of course, 
the Waterloo bunch was right on 
the job to shake hands and ask, first 
of all, “Is there anything special 
we can do for you?” (Oh, yes, the 
Iowa members came in cars—they 
are a prosperous looking bunch.) 

Took all morning to get acquaint- 
ed all over again, buy post cards to 
send to the neighbors, then away we 
went to Electric Park, to eat that 
famous “picnic” lunch, as they call 
it in Waterloo. 

After lunch the children—grown- 
up and young—played with balloons, 
visited, gossiped, smoked, just long 
enough to let the lunch settle, then 
R. C. Heald of the Y. M. C. A. 
took charge for a while and the ath- 
letic stunts were launched. 

Little Dorothy Muench of Water- 
loo, closely followed by Elizabeth 
Perry of Mason City, walked off 
with prizes in the little girls’ fifty- 
yard dash. A scissors and two sil- 
ver spoons were their rewards. 

Waterloo snatched both prizes in 
the boys’ fifty-yard dash. Donald 
Kibbe has a new baseball bat and 
Wilfred Lichty a dandy knife, and 
they had to work mighty hard for 
them, as all those small boys sure 
could run. 

The ladies’ fifty-yard dash, for 
some reason or other, drew the big- 


gest crown, and Roberta Northrop 
of Fort Dodge “earned” the silk 
hose which she was given as first 
prize, as did Madeline Moore of 
Waterloo, the bloomers she won. 

Only one prize was given in the 
men’s running race, although they 
made them dash twice the distance, 
and that went to K. A. Kibbe, who 
evidently thought it was up to him 
to win a prize, so as not to be out- 
done by young Donald. He has a 
new fishing rod, and they say it is 
guaranteed to bring good results. 

You should have seen the fat men 
run. It was great to say the least, 
and, no doubt, E. H. Germer re- 
duced quite a bit, before he received 
the knife—first prize in this race. 

It wasn't crackers 
into your mouth that was the most 
difficult part of that cracker eating 
race for the ladies. It was getting 
them down, and it was a mean trick 
to insist on the ladies’ announcing 
the fact that they had downed their 
Just try it 
yourself some day, and see how easy 
it is! Everybody agreed that Mrs. 
Edson Perry was entitled to the po- 


getting the 


crackers, by whistling. 


tato masher that was her prize. 

Three times they made the con- 
tractors and the auxiliary show their 
strength in the tug of war. The 
contractors won two out of three, so 
the individual boxes of cigars went 
to them, that is, officially they did, 
but it looked like the auxiliary mem- 
bers won (?) just as many cigars 
as the contractors. 

While the men played ball and 
pitched horseshoes, the ladies and 
children took advantage of the local 
association’s generosity by trying the 
different rides around the park. 
Judging from the shrieks and the 
hysterical laughter, it was as much 
fun as anyone would want, and the 
park press agent didn’t exaggerate 
on his bill boards. 

The ball game was won by the 
salesmen—24 to 22—although I 
have my suspicions, for when I 
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asked Sports’ Chief Healy who won 
—he said, ‘““Who won the tug of war 
—the contractors. Then I suppose 
the ball game was won by the aux- 
iliary.” 

Incidentally, here due thanks and 
much credit must be given to the 
Playgrounds Association of Water- 
loo, who furnished the equipment 
for the sports and games, under the 
supervision of R. C. Heald of the 
Y. M.C. A. 

A tired but mighty happy bunch 
was whisked back to the hotel about 
six o'clock with instructions to wash 
faces and be on time for the ban- 
quet, which was held in the main 
dining room of the Hotel Russell- 
Lamson. 

It isn’t supposed to be “real nice” 
to talk about food all the time, but 
after a picnic lunch like we had at 
the park, you can about imagine 
what a banquet dinner was served 
that evening. 

When it comes to community 
singing, we must take off our hats 
to lowa, and with a song leader like 
Mr. Heald to lead us on, every- 
body joined in, and between the 
courses there was real harmonious 
singing. 

The entertainment program, 
which was practically all local talent, 
was one which will long be remem- 
bered. It was run between dances 
so as to make the entire evening 
pleasant for all, regardless of wheth- 
er or not they could resist the jazzy 
music that just pulled you onto the 
floor. 

There were very few speeches, 
and those were just a word or two. 
The program was varied and it 
would take too much time and space 
to really tell about it and do it jus- 
tice, but the committee is to be con- 
gratulated for getting together such 
talent, and the entertainers can well 
be proud of their skill. 


Entertainment Program. 

The program between the dances 
was: 

Violin solo by Mrs. Maud Knoop 
Berry, accompanied on the piano by 
Mrs. Florence Taylor. 

Vocal selections by Secretary 
Thomson, who can sing as well as 
bring the association together. 
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Bird calls by John Tate Liffer- 
ing, a real marvel. John is only 
about seven or eight years old, but 
gave the calls of at least ten differ- 
net birds. 

Character reading by Carlie 
Coontz, a clever little youngster, 
dressed in costume. 

Comedy song and dance by tiny 
little Philip Coontz, who brought the 
house down with his singing of 
“Tain’t a Goin’ to Rain No More.” 

Scotch songs in costume by young 
Rodney Finlayson, a real Scot. 

Scotch dances by Miriam Boysen, 
who must have been trained by a 
genuine Scotchman. 

Vocal selections by Henry Ib- 
bings, a man with a wonderful voice. 

Reading by little Helen M. Roos, 
whose justly proud father is aux- 
iliary president. 

Sleight - of - hand - magic by Joe 
Hacker, that kept us all guessing. 

At midnight the dance was over, 
and next morning—not very early, 
though, all congregated in the hotel 
lobby for another visit, then a two- 
hour sight-seeing trip, and all was 
over, except the memories of two 
wonderful happy days of real pleas- 
ure, and promises to meet next year 
at Des Moines, where the 1925 out- 
ing will be held. 

The committees in charge deserve 
a special vote of thanks, and all will 
agree that ex-President Art Lichty 
is a host supreme. The Waterloo 
folks were on hand every minute of 
the time, and the fine part of it all 
was, that each and every one of the 
out-of-town folks was made to feel 
that he or she was the special guest 
to be given a good time, even though 
it was a big informal family party. 

Committees. 

General Chairman, N. A. Lichty. 

Registration and Assignment—F. 
J. Hacker, C. J. Fessler and F. B. 
Cowles. 

Reservation and Privilege—E. L. 
Moore, John G. Wright and F. J. 
Hacker. 

Athletic—John G. Wright, C. S. 
Lichty and U. G. Kramer. 

Banquet—B. F. Lichty, H. D. 
Cowles and C. M. Berkley. 

Program Entertainment—Mrs. N. 
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A. Lichty, Mrs. John G. Wright and gracious manager, Mr. Levington, 


Mrs. F. J. Hacker. 
The Russell-Lamson Hotel and its 


Jack Stowell Knows What He Uses on His 
Sheet Metal Jobs and What Time Is Spent. 


His Records Are Simple and Easy to Take 
Care Of, But They Give Full Information. 


did much also to make the two days 
ideally happy. 


FEW weeks ago we published 

an article telling about the 
“School of Instruction” that Jack 
Stowell, Aurora, Illinois, holds every 
Tuesday afternoon for all the em- 
ployes in his sheet metal and furnace 
business. 

Mention was made of the fact that 
Mr. Stowell had been operating his 
shop for only a little over two years 
and that in 1923 he had done over 
$40,000 worth of work. 

With a business of that size it 
is obvious that there must be an ef- 









ficient record system—not only as to 
the time 
and Mr, 

system, 


material, but also as to 
spent by each employe 
Stowell has a very fine 
worked out to a large extent by 
himself. 


We show herewith some of the 





“forms” used by him for the various 
purposes. 

‘or example, note the three forms 
shown in Figure 1. The second form 
in this illustration, marked “Time 
Sheet with Each Job.” 

This form was one of the first 











JACK STOWELL, AURORA, ILLINOIS Talephooe Order No. 
For - Date Checked Date of Order , = 
hinting ™ Checked by... Date Promised 
Work at alia r £ 0. K Order Taken By. 
Nature of Work x wien ht ft I 
Wet fo amg ate eae 
aul ee their respective 
<<< aa een eee | dla [nave sea | conr 
: ia ton oe 
— | 
JACK STOWELL, AURORA, ILLINOIS Telephone Order N° 1225 
x A 
For . or A Date of Order - 
Pd oe Date Promised 


Work at Aw ae ag” 


Nature of Work . ag 


JACK STOWELL—DAILY TIME TICKET 


OO —— 


FOR ORDER NO. fisseselizsesé i2seseinses 


Date Invoicéd. 





Invoice No. 


Order Taken By 


NOTE —This Time Ticket must be turned 
into bffice daily to avoid mistakes in pay. 
Alsd mistakes in accounts. 


236 224SMieseseissaesmisscsaizscseiesssa PRO. | NON-P, 


TOTALS 


Charge $ 


saree gees 


Figure 1.—Showing at the Top Form for Material Used on Odd Jobs; Form for 
Time Record for Each Job, and Individual Daily Time Ticket. 
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ones adopted, and on the reverse 
every bit of material that was used 
on the particular job was supposed 
to be noted. 

It was found, however, that Tom 
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these horizontals made the third line 
read from 11 to 2, without inter- 
ruption for lunch. This serious er- 
ror was, however, discovered be- 


fore the cut was made. 
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and this 
division is also noted in the column 


headed “Distribution” in the form 


“non-productive” labor, 


s:mimediately above. 
On the bottom of this form, it 





will be noted, there is provision for 


JACK STOWELL, AURORA, ILLINOIS Telephon. Order No. 


three entries, “Date Invoiced,”’ “In- 


voice Number” and “Charge $——, 








For Date Checked Date of Order 
Checked by Date Promised thus tying up the time sheet with 
Work at “©. hn EE the daily time ticket and with the 
Nature of Work wen, angles, amen one Se quad . — | ° ‘| “wee oe es 
When job'icomplts enter ll stl i invoice, which, of course, 1s sent to 
their reapective places . ° 
. eauaimenm ann , the customer as soon as the job is 
E MATERIAL Sa aare | om. a cost MATERIAL jeave! SELL coor 
; | completed. 
— 8. 4_.Gae. Galv. Gutter mS - a - Cond. fione Hooks | __.. 
<a Ractlattdiitiatiskeeucorcenns icc The “material” forms are clipped 
a a + Ret metal Pasa together with the tickets and then 
re Geu. Galv Conduc. | * te 4 = ———EE = Peict . a n ° 
n on Oe conte. | f i Oe: cs Ms we filed in alphabetical order, so that it 
No Cau Galv Cond. ML. * + + ‘ Resin or Acid or = . . 
te own ai _oma | ff | Ube. Charcot henson” is easy to locate them, but in addi- 
No 2 Ges. Gelv Cond. Bi. | + } x Galv. Shingles | bs L a ° 
Seyt = an coe me |__| =e. = ene te - tion each order receives a number 
Style in Galv. Gutter Ends 4 t } Lbs Plastic Roof Cement. ~} . . . 
srt nemememei— f(T tin es ce ee | and until the job is completed the 
in. Wire Gutter Hangers — 4 +4 } Ft. No. - ——Continuows Hip { . . . 
in. Wire Gutter Mangere . = in in. Gon. Galv. midge Rot |_—_ material and time tickets are kept 
= —— in. Wive Gutter Hangers . 4 + - + a - — im. Ridge Roll Finials | ‘ e > 4 
er eee ee Me a “ nisieaaecadiaamaimelc in a temporary file according to 
fo... _8___ B___J____Gee. G. Mises | t }_.{. | Sheets______tb. Costing__Reofiag Tin | 4 { a 4 i 4 
TI MEN IE, cote ee oe | number, with an index showing the 
fo. 8___B___J___Oee. G. Mites | — ji - +--+ ee Dos. No. —————-—hest Metal Serews |__| ; ° d » & . f ~ 
cchantuasesenae. 2 BE Ee RG phemeRCRRRiIORA H E B0 various orders in course of com- 
uirecinaliaiai tn. Getter ae ie : oa ‘ wes - Se i we : = 
See eee, a Cy { ~| ” —| +t Ts pletion, giving the names and ad- 
Pe SRR NG Ue MT a i oe | dresses of the customers. Track is 
— on Cond. Catot | 1 } of H — ow | } = = 7 ce 3 > » 
a Biro | es eer a SS ain ee also kept on this index of the men 
ae Bl i wi meneame . : — working on the respective jobs. 
Se ee i tt] | one | it J Figure 4 is a specification sheet 
fob od dl i | ee for the figuring of warm air furnace 
, . jobs. Note the five sub-divisions— 
Figure 2.—Form for Material Record for Roofing Jobs. J . . g 
for cold air runs, for first and sec- 
would take out a couple of lengths The two last columns on this ond floor, for outside cold air, for 


smoke pipe, etc. There is no chance 
for missing anything, if a reason- 


of downspouting, or a sheet of cop- form provide for a division of the 
per, or something else, and forget 
to put it on the back of his time 
sheet, because he might not have it 


with him at the time he took the 


employe’s time in “productive” and 


JACK STOWELL, AURORA, ILLINOIS Totepbene Order No. 


Date Checked Date of Order 


Dos. Stove Bolts. + ~ 
} Total Motertel j | 


For 
material. = Checked by Date Promised 
So various “material” forms were Werk sé caneunaiieaine During esnstrction of job cater al wu 
; a - N. of Work én 7 ee iron, angles, moneys apent ter special ma 
designed. The one at the top in asain When Jat" compiee snr ltt 
Figure 1 is used for odd jobs, while ee es es a oe arma are) am | ory 
“4 _ —- + ~ - aod — - - + t ~ — —_—_—,-—- + - — + - 
Figures 2 and 3 show forms for ca a Re a Ps ape ae a a RE z 
: Py | wa ry a pened = ee in ek. =e = -_ 
roofing and warm air furnace jobs RAE RE OK a Pos oe a a aa rr 
respectively. carer ae Oe eae yy Minn fa fa eae we AEN ORC 
—_. A..10 CA Pipe + > ty oa Wa 1. moore. 
Note here the instruction printed —¢ sme $4 Lf | comm} i te mon | — 
° . -- @ & ... h-hh} | a | — ° + ,;wa om Dampers . % ‘ b - _ eo a ~ - - 
in the upper right hand corner to iGtpaliedll f-t}-+ s—| ee ee ee eee ; 
° Cc. A... Collar 4 as }+———4 ~ Gaus ‘ 4 } j , Pes. No an? }  =——* = 
the effect that no entries are to be Pare es Me iy Bes Grek eee See | rim Galy P| 
— © Aim Drew Bane |__|. aS w= i SSeS Loy 0 ads oaeh—Ft = 
made on the front of the sheet un- J) 0pm one ont Sh ge es ep aes ve PO ae nan ar ane | — 2 
: : : —lc a Pate Geo} ft pp} 2. @-—-| #— +--4~--+—+ in. Chim, Thiet | ° 
til the job is completed, when the she ae tof fT ty | je 
° . ——} Weed Pecdnn8— ie. }—~1>~ dou} td — tt Ree Som hs t-->-+— | in Check “T" | tT 
totals will be entered from the items ar A NS SNE A eR A OS ey es a es Ke 
eae a ee oe oe on noe oo Fe Se nt Lie. Asbestos "Paper "| ° 
put down on the reverse as the ma- es Aas es peer ne SG PO PES 
> H gone Maneahe wl ES eee Heed» a | | Lbs. Steve Wire 4 Ps > 
terial is used. “Jae Hesle4— a a ee a ee loons on So 
> 4 : eS eee Sa Se oe ee ee eee mal ba | Ube. Nails ! sani 
The time ticket, in the lower por- = _aene,—t—t 11! je eect + as Os as 
; : : Re ee Sa a ae — | We Root. 2. oe ee naieniiiees - re oe ul 
tion of Figure 1, is for the purpose Sal }™ ageyre a S a a aa A ME 
; on a Saeyes GE GS a See ee ee Bots a See oe ponaaoee ee g $_ }—-+-~ 
of keeping track of the employe’s june ool —f— a PR ME a 
work during each day. The heavy —| mm a + 2 ee Ue ee eS a = 
horizontal lines indicate the time ——| ons mj | {—|m— one ! | 
| ‘ 


“| Tetal Col. No 2 


spent on each of the four jobs. By ee ee 
an oversight the artist who drew Figure 3—Form for Material Record for Warm Air Furnace Jobs. 
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ably careful re-check is made with 
the floor plan and layout, and right 
here let us say, that no’ matter how 
simple the installation may be, there 
is a floor plan made, on which the 
locations and sizes of warm air reg- 
isters, cold air faces, pipes, etc., are 
indicated, just for that purpose. 
The small numerals above “Feet”’ 
or “Number” or “Size” are list 
prices for the various items, so that 
the estimator will not have to use 
half a dozen price lists while mak- 
ing up his estimate. To these list 
prices certain percentages are added, 
thus arriving at the selling prices, 
which are entered in the dotted col- 
umns, the totals for each of the five 
sub-divisions being carried out to the 
column farthest at the right. 


























SPECIFICATION SHEET 


AMERICAN ARTISAN AND HARDWARE 


This “Specification Sheet” is 
filed with the contract when the lat- 
ter has been signed and, incidentally, 
either Jack Stowell or his foreman 
makes a thorough inspection of 
every installation before the job is 
considered completed. When the 
bill is rendered the installation is 
supposed to be in good working or- 
der. 





Wisconsin Sheet Metal Picnic 
Is Postponed One Week and 
Will Be Held August 2/. 


Paul L. 
correct in his statements, 
dates mixed, and so the Annual Out- 
ing of the Milwaukee Sheet Metal 
Contractors, which is to be a state 


Biersach, who is usually 
got his 


Contract Ne.___ 


































































































Order No. een 
192 
Eee — eS ld —_ 
Owner 
Contractor . Building at... ll 
si —————— Furnace. 
FITTINGS AND FACES FOR COLD AIR RUNS 
——— jineh ~16-inch___18-ineh- -20-ineh- 22- inch. — 24 inch - 26-inch 
4 
Gaivanized Round Pipe. - Feet. ee eS Feet___ Feet ~.... Feet. 
19 112 143 171 183 207 
Galvanized Angies___. _Nor.. Nbr... seas Nbr. Nbr. - ‘ SEE 
109 146 183 229 268 317 366 
Galvanized Elbows________Nbr._______.. Nbr. Nbr. Nbr. —————E ll Nbr. 
28 36 as 55 73 a5 os 
Straight Collars... —Nbr.- daieipah Nbr. —vNbr. Nbr. Nor. “Nbr. Nbr. 
Draw Band... he — = Nbr. Nbr. Nbr. Nbr... __Nbr._. 
376 400 425 450 475 $00 $60 
Casing Shoe_____________Nbdr... Nbr. Nbr. Nbr. Nbr. o —Nbr. Nbr 
Wood Faces.._.__..64 per sq. foot. +. - 
Galvanized Iron._...Per Pound §.08........ Per Sheet 30x96 — $1.25...._.____” —« | 
Total Cold Air Runs 
WARM AIR FITTINGS—1ist FLOOR WARM AIR FITTINGS—2ad FLOOR 
—* ——* in. —10-in. ~12-in. " 14;in. | -™ asi —————Ne. 7__Ne. 8. Ne. 12. 
Warm Air Pipe. Feet Feet__Feet__Feet__ | _. Stack 12-inch _—Nor._Nbr. Nbr. aa 
Warm Air Elbows_Nbr._Nbr.__Nbr.____Nbr. |. + —- Stack 18-inch __Mbr.__Nbr.__Nbv Bi 
Warm Air Angles_Nobr.— Nor. —_Nre. Nbr. } . _. +‘ Stack 24-inch ——Nbr.. woe.__No 
Warm Air Collars. -Nbr— Nor ——_Noe — Nor. = — No. 17 Adj... —_ = Nor 
Warm Air Dampers. Nbr Nor__Nbr._ Nor. | B. J. Floor Reg.._8x10__. 8x12 oui2 
B. J. Floor Reg. ota 10x12 ded 14116 s ine Ox. Floor Reg.___8x1 10. 8x12 9x12} | 
Ox. Flor Reg..__.9x12_. 10x12__ 12x14 14x16 Floor Reg. Boa__8z! 10. 8x12 _ 9x12. 7 om 
Floor Rec. Box 9x12 10x12 1x14. 14x16 |: | Ne, @ Bead. #210 Bai? . oa 
B. J. 8. W. Reg..__9x12_. 10x12_. 11x13 ~ 13x14 | - " No. 5 Heaa 8x10 x12. —10x12 “ 2 
Ox. S. W. Reg____9z12_ 10x18 13x18- — 18214 | i B. J. 8. W. rane x10 Oxi - 10x12 a 
No. 1 Head_____9x12__ 0x2 11x18. - 18x14 ” Ox. S. W. Reg... sx10_ axi2—10ui2 — 
No. 2 Head oz12_ 10x12_ 11xi8_ 123 18x14 = s Sot Angles “ —Nbr.__Nbr— Nbr. = — 
‘4 
No. 3 10x12 11318_. 1B | — = £9, ike wafer —t for.__.Nobr___ Nor. d — 
No. 10x12 1ixi3_ 12x14 - 5 No. 353 Offset. rr. == —_— 
470 | tes 128 158 
lo. 10x12__ 1118 ~ 12x14_ ——T B. J. Wafer Reg. rt x12 = = — 
Ne: 1Ox12_ 11x13. 12x14__|__ Ox. Wafer pitas 0 Bx12 10x12. — 
i 10x12 1x13 _ 1axi4_ . Ne Wats “ex10__ 8x12 10x12 _ 
Ne: 10x12_. 11x18. 12214 Ne Water!® i — sie - 0x12 
Special Fittings. = — }— by Ceiling Ven. 8x _10n12 atei4 | 
a _ Total 2nd Floor ces 
Total 308-Pleee——_|__} Total tet Fleer} ] 
; OUTSIDE COLD AIR FITTINGS 
——— S-inch — t-inch a S-ineb - ¢inch — inch —— S-inch — S-tach — 
Galvanized Round Pipe___Fost____Foot_Fost_ — —Feet ———Feet - —Feet — Fret . o 
Galvanized Elbows.._._.__Nbr.__ Nbr.__Nbr._._._ Nbr._____._Nbr.__.___Nbr. =—_Y = me 
12 14 17 25 ro “ = 
Cast Dampers .._..__Nbr..___.__Nbr,.._ ——— — we = on 
160 170 196 200 216 
Outside Sereen Joint. — dior bp... ee. _ -Nbr.. — ~Nor.. Nbr... 
“Y” Joint.......2 4s on §-inch__._.2 Se on : Tinch_—_A and Son T-inch__5 and 6 on 8-inch saiane — ; 
"a - ™ SMOKE PIPE FITTINGS, ETC. Total Outside Cold Air. — = 
Feet a in.___Elbows —-Angies Chimney " Thimble ___Drawband is wr" Joint ciiaepieniatenmncnatiomantnis 
Feet 12 n--—Elbows ___ Angles__Chimney "Thimblea___Drawband__ “T" Joint 
Feet 10 in.___Elbows__ Angles _Chimney Thimblea__ _Drawband ated Ct = } 
Ube. Adbestes Paper____Lbe. Paste — % Wire ———- OO 4 
Brick, Cement, Send, Lember, Ete. ae 
Carpenter Work, Stone Cutting pnapeigiuetiquamnauanante sittadinecanamrenielamesepnmecansean — mf . 
Total Cost Miscellaneous — 
Installation Expense Xe 
Total Estimate == « — a 


Figure 4.—Estimator’s Sheet for Warm Air Furnace Jobs. 
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affair this time, has been postponed 
to Thursday, August 21, 1924. 
Somebody got in ahead of Paul for 
the date originally selected, but the 
entertainment will be just as good 
and plentiful. Need we say more? 

Invitations have been sent to more 
than 500 sheet metal contractors in 
the state, and if they want to have 
a real good time they will surely 
attend. 

Write for full information to 
Paul L. Biersach, 661 Hubbard 
Street, or R. E. Kelm, 367 Third 
Street, Milwaukee. 





Allen of Aberdeen Comes 
Back with Another Solution 
to the Frye Problems. 

To AMERICAN ARTISAN: 

Harry Frye says he thinks that 
his latest creation of circles is as 
speedy as any in solving the prob- 
lem. He may be correct. I am 











D ots 


coming back with a rightangled tri- 
angle. 

The pipe sizes are as follows: 
Two 1%-inch, two 2%-inch, two 
3-inch. It took me just two minutes 
to draw the rightangle and mark off 
11 pipe sizes, which is all that is re- 
quired, but to try and make it clear, 
I have drawn dimension lines and 
numbered these only, believing that 
the operation can be followed read- 
ily. No. 2 on the triangles is No. 
2 on the circles at the left following 
with the 3—3, 44, 5—5, 6—46, 
7—7, 8—8. 





I note that Friend Harry has rec- 
ommended the square to solve prob- 
lems. We can shake hands on this. 
I also note that Harry is a little nerv- 
ous that his tank problem is a 
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“tank-less” job. Never fear, noth- 
ing is more simple. 

A 2-foot rule is all we were sup- 
posed to take with us, but I took a 
piece of shingle also. I just placed 
the rule against the side of the tank 
with the 12-inch mark at the point 
of tangency. Then with my shingle 
I measured from the end of the rule 
to the tank and notched with my 
knife. I then placed my rule on the 
floor and at the 12-inch mark placed 

_adot. Then with my shingle again 
placed at each end of the rule I 























back and run. We must go forward 
though the fighting is hard. 

Sound morale as a human qual- 
ity is essential when there are big 
things to accomplish in the face of 
supreme difficulties. The sands may 
seem to be slipping; untoward con- 
ditions may seem to impend; we 
may see our sales dwindling and 
our collections falling off, but if 
morale is firm and confidence in 
ourselves is unshaken, we have noth- 
ing to fear. 

We may have to undergo some 








placed a dot at the end of the shin- 
gle, making two more dots—three 
dots in all. Most all of the boys 
know how to draw a circle that will 
pass through these three dots. 

Yours very truly, 

"A. A. ALLEN. 

Aberdeen, South Dakota. 





Stability of Morale Equally 
as Important as Stability 
of Prices and Production. 

It is important to stablize prices 
and stabilize production; but most 
important of all is it to stabilize 
morale. We cannot afford in the 
face of pressing problems to turn 








hard trials. 
mostly be penalties for our economic 
mistakes. We may have to contend 
with more complex problems, but 
beneath it all there is a sound foun- 


If we do, they will 


dation. We have the wealth, the 
credit powers and the potential pros- 
perity. A sound American morale 
will keep us firmly fixed in faith 
and unmovable, though a tornado of 
pessimism sweep over the land and 
blot out the sun for a season. 








The responsibility for a large per- 
centage of returns of merchandise 
is due to the clerk claiming too 
much in order to effect a sale. 
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Notes and Queries | 











“Sun Ray” Heater. 

From Stove Dealers Supply Company, 
310 Chestnut Street, Milwaukee, Wis- 
consin, 

Can you tell us who makes the 
“Sun Ray” heater? 

Ans.—This was made by the U. 
S. Radiator Corporation, 500 North 
Dearborn Street, Chicago, Illinois, 
who can still furnish parts for it. 

“Nonpareil” Skylight. 
From John Maier and Company, 1640- 


42 Chicago Road, Chicago Heights, 
Iilinois. , 
Kindly inform us who makes the 


Nonpareil” puttyless skylights. 
Ans.—Nonpareil Skylight Com- 
pany, 2611 Pennsylvania Avenue, 
Washington, D. C. 


Address of Johnson Service Company. 
From C. L. Epps, Van Wert, ‘Ohio. 


Can you tell us where the John- 
son Service Company, manufactur- 
ers of thermostats, is located ? 

Ans.—1355 West Washington 
Boulevard, Chicago, Illinois. 


“Seibert” Oil Burner. 


From Smith Plumbing and 
Company, Anamosa, Iowa. 


Heating 


We should like to know who 
makes the “Seibert” oil burner for 
use in furnaces. 

Ans.—Seibert Oil Burner Com- 
pany, 710 North Main Street, Los 
Angeles, California. 


“DeHaven” Ventilators. 


From W. M. Findling and Sons, 68 West 
Indiana Avenue, Valparaiso, Indiana. 


Can you tell us who makes the 
“DeHaven” ventilators ? 

Ans.—J. L. Olson and Sons, 518 
Broadway, Logansport, Indiana. 


Re-tinning Outfits. 


From J. G. Strawn, 2222 Sutter Street, 
San Francisco, California. 


Where can I buy re-tinning out- 
fits ? 

Ans.—Callender Soldering Proc- 
ess Company, 12 South Jefferson 
Street, Chicago, Illinois. 


“Water Queen” Washing Machine. 


From National Heating and Sheet Metal 
Works, 121 West Front Street, Mus- 
catine, Iowa. 


Please advise use who makes the 
“Water Queen” water power wash- 
ing machine. 

Ans.—H. F. Brammer Manufac- 
turing Company, Davenport, Iowa. 
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Electrical Goods Window Displays Are Appropriate at 


Any Season of Year. 


Such Gifts as Electric Irons, Percolators, Chafing and 
Ovenware Dishes Are Always Acceptable Gifts. 


RADITION has it that the 
time to give presents is at 
Christmas time or at a wedding. 

There are hundreds of gifts that 
can be suitably presented almost any 
time. A gift is always acceptable 
whether it is Yuletide or during the 
month when happy brides are in 
their glory. 

Gifts, such as electric irons, per- 
colators, chafing dishes, toaster and 
the like are gifts that can be pre- 
sented almost regardless of the time 
of year. 

The 4ccompanying window dis- 
play of electric and Pyrex goods 
was made by Gustave F. Derse for 
J. J. Snyder & Son, Inc., 2254 Bed- 
ford Avenue, Brooklyn, New York. 

Mr. Derse has the following re- 
marks to make: 

“This display consists of present 
for a girl and mother. In the back 
there is a Yale lock display, show- 
ing that Yale locks will safeguard 
all gifts. 

“Also in this window there is a 


Pyrex casserole, tea pots and chaf- 
ing dishes, electric percolators, elec- 
tric curling sets, large and small 
electric toasters, also electric urn 
percolator with trays and cups, ther- 
mos bottles, electric irons. 

“There are five pedestals covered 
with green crepe paper, two Pyrex 
signs, one Hot Point sign and one 


sign on the window back. 

“The top of the window back is 
covered with crepe paper and red 
and green cord in diamond shapes, 

“The front of the window has 
green rope effect paper looped 
across. The floor is covered with 
green crepe paper with a red crepe 
border.” 


Louis K. Liggett and J. Clark Coit Are New 
Heads of Simmons Hardware Company. 


A Great Organizer and Financier and a Strong 


Sales Director Will Govern Bed Company. 


LIGGETT, trustee 
Simmons 


OUIS K. 

of the 
Hardware Company, has been elect- 
ed president of the Simmons Hard- 


Associated 


ware Company to succeed J. E. Ot- 
terson, who has resigned to devote 
his time to other manufacturing in- 
terests. Mr. Otterson continues as 
a director of the Winchester Repeat- 
ing Arms Company, and a trustee 


» Gifes chat will bring 
oe Practiced Measure 


of the Associated Simmons Com- 
pany. 

J. Clark Coit, now president of 
the Winchester-Simmons Company 
of St. Louis, has been appointed by 
Mr. Liggett as first vice-president 
and general manager of the Sim- 
mons Company, with 
headquarters in St. Louis. He is 
now in direct charge of all Simmons 


Hardware 





Well Arrannged Window Display of Electrical and Pyrex Goods Made by Gustave F. Derse for J. J. Snyder & Son, Inc., 
2254 Bedford Avenue, Brooklyn, New York. 
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business, including all distributing 
houses, known as Winchester-Sim- 
mons Companies. 

Louis K. Liggett is somewhat of 
a new figure in the hardware field, 
although well known in the drug 
trade. It is understood that his ac- 
tivities will be mainly in the finan- 
cial end of the business with Mr. 
Colt handling the management and 
sales. 

J. Clark Coit is a well known fig- 
ure in hardware circles. As a young- 
ster he started in 1890 in Omaha 
with the old firm of Lee, Clark, 
Andreesen, as a stock boy at $15 per 
month. From that job he was pro- 
moted to pick-up boy, driving the 
wagon which collected the shorts on 
customers’ orders. Two years later 
he was again advanced, this time to 
the cutlery department of the firm. 

In 1893 he became assistant buyer 
of the firm under C. N. Carter, and 
then followed a long period of train- 
ing under H. J. Lee, E. M. Andree- 
sen and Carter. 

Coit spent seventeen years in the 
buying and sales departments and 
was head of the buying department 
in 1913. Shortly after he was made 
vice-president and general manager, 
and later president of the firm, 
which position he held until January 
8, 1924. In February of this year 
he came with the Winchester-Sim- 
mons organization as president of 
the St. Louis house. He brings to 
his new position a fund of ability 
and experience, together with a per- 
sonality which makes and _ holds 
friends. 

It is the general understanding 
that the Simmons Hardware Com- 
pany will be the selling organization, 
and that the Winchester Repeating 
Arms Company will be the manu- 
facturing organization. 





Be Sure He Is Right Baker, 
Before You Cash His Checks 
cr Lend Him Money. 

C. F. Sharrocks, manager of the 
purchasing department of Baker, 
Hamilton &. Pacific Company, 
wholesalers of hardware, San Fran- 
cisco, states that a man is represent- 
ing himself as “Mr.” Baker, of the 


AMERICAN 


company, and has imposed upon 
hardware manufacturers and job- 
bers by getting them to advance 
money to him. 

Mr. Sharrocks also states that 
whenever the company has,any rep- 
resentative in the East he is always 
supplied with a liberal letter of 
credit—which any banking institu- 
tion will honor. 


Intensive Selling and More 


Careful Buying Are Necessary 
If You Want to Succeed. 


Declaring that many hardware 
stores are running a race against 
dead stock and that the dead stock 
is ahead, B. Christianson, assistant 
secretary Wisconsin Retail Hard- 
ware Association, told the retailers 





B. Christianson. 


attending the National Retail Hard- 
ware Convention at San Francisco, 
that the only remedies against dead 
stock were simplification of lines, 
careful selection in buying, and more 
intensive selling. 

Mr. Christianson mentioned many 
cases that have come under his ob- 
servation of overstocks and he 
strongly urged dealers to make a 
more careful study of individual 
and local problems that affect their 
businesses. 

He advised against anticipating 
freak and fancied needs of custom- 
ers. The retailer, he said, who car- 
ries everything in his line seldom 
makes money. There are too many 
lines of merchandise, he said, and 
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warned dealers against stocking od- 
dities. 

He said that an article that costs 
$10 plus $1.80 selling expense costs 
37% cents a month to carry. He 
urged the dealers to go out and beat 
the bushes for business when it is 
slow and to follow some definite 
plan of selling action. Establish the 
best seller in every line you carry 
and hold group sales of items so 
as to establish their relative value to 
you and your customers. 


Howell Urges Careful 
Planning for Sales. 


Thomas B. Howell, Richmond, 
Virginia, newly elected member of 
the board of directors of the Na- 
tional Retail Hardware Association, 
in his address on the necessity of a 
business program, said that the fact 
that 1,058 hardware stores report- 
ing to the national office only aver- 
age less than three stock turns a 
year and less than three per cent 
profit shows the lack of definite 
business programs. 

He enumerated four things as es- 
sential in preparing a program: 1— 
buying and handling the proper 
merchandise for your community ; 
2—the avoidance of too many lines 
so as to get a proper stock turn ; 3— 
the employment of the proper help; 
4—to plan a thorough and detailed 
check in your accounting depart- 
ment so as to have at all times com- 
plete financial control. 

Mr. Howell said he is a great be- 
liever in front door personal con- 
tact, but he believes that the basis 
of all business plans should start in 
the financial department. 

The invasion of department, 
chain, and 5 and 10-cent stores into 
the hardware field should be given 
attention, Mr. Howell said, so that 
a way may be found to offset it 
effectively. He urged dealers to put 
in fast moving lines and new goods 
and to plan seasonal sales. 





Don’t try to purchase and main- 
tain a Cadillac or a Packard for 
your family and personal use while 
your business is still in the Ford 


class. 
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Chicago Retail Hardware Association Holds Its 


AMERICAN 


Annual Outing and Has Fine Time. 


Attendance Was Unusually Large and Included Many 
of the Notables in Retail and Wholesale Circles. 


HE Chicago retail hardware 

folks may well be grateful to 
the maker of a certain so-called au- 
tomobile, because if it had not been 
for the coupe so kindly furnished 
for the return trip from Klein’s 
Grove by H. F. Murphy, sales man- 
ager of the Chicago house of the 
Winchester - Simmons Hardware 
Company, there would most likely 
not have been any report of the an- 
nual outing of the Chicago Retail 
Hardware Association. Our re- 
porter traveled in the suburban bus 
to the grove, and if he had had to 
return on that bus he would still be 
shaking as if with palsy. It was 
fully as bad as riding on the rear 
caisson of a cannon in the days of 


the war, and our reporter says that 
he knows what he is talking about. 


Anyway, we were all there, or 
most of Chicago’s hardwaredom— 
retailers, their wives, clerks and 
children ; bosses and salesmen from 
the wholesale houses and manufac- 
turers ; John Schuberth, who has re- 
cently retired to live on the big prof- 
its he made from selling a nickel’s 
worth of screws and half a yard of 
chicken wire all at one time, to be 
delivered four miles away, was on 
deck ; John Wallace had more busi- 
ness to attend to than a hen with one 
chicken ; Si Koehler saw to it that a 
clear passage was kept to the re- 
freshment bar; Billy Waller was 
scorekeeper in the ball game; Bill 
Lewis chaperoned Tony Lauritzen ; 
Charlie Glessner and Joe Goldberg 
were in attendance upon some of 
the good looking ladies, when they 


























Fine Play at Third Base. 


Lewis—They Are All Good Singers. 


S. H. F.° 
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were not doing something else: 
Andy Dease looked just as young as 
he did fifteen years ago; Fred Rus- 
se!l served as witness in the general 
drawing; State Secretary Nish was 
apparently nailed to the: ground: at 
least he could not be budged by the 
reporter; Alderman Gnadt proved 
that he could sing; and as a sure 
sign that the various committees 
were on the job, let us cite the fact 
that the members of the winning 
ball team were presented with brand 
new tooth brushes, while the losers 
received pocket knives with chains 
on; as the salesmen lost, the knives 
will certainly come in handy for 
sharpening their pencils so that they 
can make prices that are right. 
The bun eating contest for boys 
lot of 
caused a good many sticky faces, 


excited a merriment and 
The races were close, but the win- 
ners were happy. As usual, there 
was great interest in the drawing 
contest. Two hundred and sixteen 


prizes were awarded, all of them do- 








1. Bleacherites at Ball Game. 2. Billy Waller, C. E. Mattson and E. C. Belknap. 3. In Line for Ice Cream Cones. 4. A 
Murphy, Fred Russell, John Wallace, Billy Waller, Tony Lauritson and Bill 


6. The Salesmen Have the Field. 7. The Bun Eaters. 8. Picking Out the Prizes. 
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nated by wholesalers and manufac- 
turers, and most of them quite val- 


uable. 
The baseball score was 4 to 3 and 


the teams were: 


Dealers : Salesmen : 
Dalbkee Goldberg 
Koehler Nixson 
Erhardt Robitcheck 
Witt Mastow 
Gormley Walter 
Newman Block 

2othfeld Block 
Wolter Lawlor 
Hora Blume 
Hanson Russell 


Altogether, it was a great day for 
the Chicago hardware folks, and the 
committees in charge may well feel 
proud over the success of the out- 
ing. 

The committees were as follows: 

Entertainment Committee—Paul 
Hesse, chairman; Wm. _ Triessel- 
mann, secretary ; James Byrne, Geo. 
A. Smith, E. W. White, George 
Thompson, Charles Wiersig and Os- 
car Fisher. 

Dance Committee—Gus_ Engel- 
hardt, chairman; A. Brauer, H. 
Wolter, George Smith and 5S. J. 
Koehler. 

Baseball Committee—S. J. Koeh- 
ler, chairman; William G. Waller, 
Fred Russell, E. W. White and Da- 
vid Zweifel. 

Races and Games—John Wallace, 
chairman; G. H. Barth, H. W. 
Manny, H. Ganz, W. G. MacFagen, 
John Mills, Bert Hawkins, C. E. 
O'Hara, H. Doherty, C. A. Kieth, 
Jr., J. Bodenschatz, E. C. Belknap, 
Tom Connor, George Friedrich, 
William Stauber, W. B. Kaywood, 
John Schuberth, Rudolph Weirsig, 
George Fager, J. S. Brydon and F. 
C. Gross. 





Foresight is a quality that helps to 
make a good buyer. And foresight 
is 50 per cent hindsight—judging 
the future by what has happened in 
the past. 





In whatever capacity you may be 
employed in whatever place of busi- 
ness, don’t stand idly by while a 
customer comes in and waits for 
recognition. 


AMERICAN ARTISAN 


Who Manufactures These 


Lawn Mowers. 
To AMERICAN ARTISAN: 

Can you tell me who manufac- 
tures these lawn mowers—‘Or- 
chard Ball Bearing” and “Ball Bear- 
ing No. 600?” 

J. H. Beprorp. 


i Coming Conventions | 


Ohio Sheet Metal Contractors’ Asso- 
ciation, Southern Hotel, Columbus, Ohio, 
July 22 to 24, 1924. George F. Mooney, 
Secretary, 213 First National Bank 
Building, Columbus, Ohio. 

Sheet Metal Contractors’ Association 
of Pennsylvania, Pittsburgh, Pennsyl- 
vania, July 23, 24 and 25, 1924. W. F. 
Angermyer, Secretary, 714 Homewood 
Avenue, Pittsburgh, Pennsylvania. 

Wisconsin Sheet Metal Contractors’ 
Association Outing, Milwaukee, August 
21, 1924. Paul L. Biersach, 661 Hubbard 
Street, or R. E. Kelm, 367 Third Street, 
Milwaukee. 

Kentucky Hardware and Implement 
Association Convention, Jefferson Coun- 
ty Armory, Louisville, week of: January 
18, 1925. J. M. Stone, Secretary-Treas- 
urer, 200 Republic Building, Louisville. 

Western Retail Implement and Hard- 
ware Association Convention, Kansas 
City, Missouri, January 13, 14, 15, 1925. 
H. J. Hodge, Secretary, Abilene, Kan- 
sas. 

Texas Hardware and Implement As- 
sociation Convention, Dallas, Texas, Jan- 
uary 20, 21, 22, 1925. Dan Scoates, Sec- 
retary-Treasurer, College Station. 

Oklahoma Hardware and Implement 
Association Convention, Masonic Tem- 
ple, Oklahoma City, February 3, 4, 5, 
1925. Charles L. Unger, Secretary-Treas- 
urer, Oklahoma City. 

Nebraska Retail Hardware Associa- 
tion Convention and Exhibition, Omaha, 
February 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel. Exhibition, 
City Auditorium. George H. Dietz, Sec- 
retary, 414-419 Little Building, Lincoln. 

Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Audi- 
torium, Milwaukee, February 4, 5, 6, 
1925. P. J. Jacobs, Secretary-Treasurer, 
Stevens Point. 

New York State Retail Hardward As- 
sociation Convention and Exposition, 
Buffalo, February 10, 11, 12, 13, 1925. 
Headquarters, Hotel Statler. Exposition 
at the Broadway Auditorium. John B. 
Foley, Secretary, City Bank Building, 
Syracuse. 

North Dakota Retail Hardware Asso- 
ciation Convention (place not yet se- 
lected), February 11, 12, 13, 1925. C.N. 
Barnes, Secretary, Grand Forks. 

Montana Implement and Hardware 
Association Convention, Helena, February 
13, 14, 1925. A. C. Talmage, Secretary- 
Treasurer, Bozeman. 

Pennsylvania and Atlantic Seaboard 
Hardware Association Convention and 
Exhibition, February 16 to 20, 1925, at 
Philadelphia Commercial Museum. Shar- 
on E. Jones, Secretary, 604 Wesley 
Building, Philadelphia. 

Minnesota Retail Hardware Associa- 
tion Convention, St. Paul Auditorium, 
St. Paul, February 17, 18, 19, 20, 1925. 
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C. H. Caséy, Secretary, Nicollet Avenue 
and Twenty-fourth Street, Minneapolis. 
New England Hardware Dealers’ As- 
sociation Convention and Exhibition, Me- 
chanics’ Building, Boston, Massachusetts, 
February 23, 24, 25, 1925. George A. 
Fiel, Secretary, 10 High Street, Boston. 

Michigan Retail Hardware Associa- 
tion Convention, Grand Rapids, Febru- 
ary 24, 25, 26, 27, 1925. Hotel headquar- 
ters, Hotel Pantlind. A. J. Scott, Sec- 
retary, Marine City. 

Southeastern Retail Hardware Asso- 
ciation Convention and Exhibition, Bir- 
mingham, Alabama, May, 1925. Walter 
Harlan, Secretary-Treasurer, 701 Grand 
Theater Building, Atlanta, Georgia. 

Arkansas Retail Hardware Associa- 
tion Convention, Little Rock, May, 1925. 
L. P. Biggs, Secretary, 815-816 Southern 
Trust Building, Little Rock. 

National Retail Hardware Association, 
Philadelphia, June, 1925. H. P. Sheets, 
Secretary, Indianapolis. 

National Association of Sheet Metal 
Contractors, Atlanta, Georgia, June, 1925. 
E. L. Seabrook, Secretary, 608 Chestnut 
Street, Philadelphia. 

















Retail Sisodmen Doings | 

















Arkansas. 

E. Blakestad and Son of Mena have 
moved their hardware store to a new lo- 
cation at Gentry. 

California. 


Goldstein and Iseman, hardware deal- 
ers at Visalia, are completely rearrang- 
ing their business establishment at the 
corner of Main and Locust Streets, in 
order to give better service to their pa- 
trons. 

Illinois. 

Robert Brumby and his son, Harry, 
have purchased the Grisbie hardware 
business at West Point. 

The O’Neill hardware store of Lake 
Forest has been badly damaged by fire. 

Indiana. 

Love and Provines, who purchased the 
hardware store of Frye and Fervada at 
Silver Lake a few months ago, have 
moved the stock back to Akron, where 
they own a hardware store and will dis- 
continue the Silver Lake store. Silver 
Lake now has but one hardware store. 

Iowa. 


The auction sale of the L. B. Lee 
Hardware stock at Leets attracted a 
large number of out-of-town buyers, and 
Robert T. Hicks of Muscatine bought 
the stock at 42 cents on the dollar. 

Kentucky. 

R. L. Goad Hardware Company, Haz- 
ard, has been incorporated with a capi- 
tal of $10,000. Incorporators are: R. L. 
Goad, Francis McNutt Goad and C. D. 
Buck. 

S. E. and G. Y. Renfro have purchased 
the hardware stock of P. O. Brown on 
West Main Street, Glasgow. 

Michigan. 

Charles Green has purchased the hard- 
ware stock of Mr. Call at Gladstone. 

Two new hardware stores opened for 
business in Grand Rapids: Brummels and 
Mouw, 1897 Grandville Avenue, and S. 
W. and J. Max Cook, Wealthy Street, 
East Grand Rapids. 

Nebraska. 


H. C. Heckt of Allen has purchased a 
hardware store at Hooper. 
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What Does a Woman Really Know About the 
Kitchen Ranges That She Buys? 


She Will Buy and Use Four at the Most 
During the Entire Course of Her Life Time. 


N THE July issue of the Magic 

Chef, the helpful house organ 
of the American Stove Company, 
there appears a very instructive and 
inspiring article on stove merchan- 
dizing from which the following is 
published : 
The Magic Carpet of the Retail Trade. 

A woman needs a new pair of 
shoes. She goes to the shoe store. 
She has the clerk show her various 
styles at prices that come within the 
range of her purse. Then she tries 
on a few pairs until she finds a size 
that will fit. She gives a brief mo- 
ment to an estimate of their dur- 
ability, then makes her purchase. 

This same woman buys from two 
to six pairs of shoes a year. So even 
at the age of twenty-five it seems 
she should be able to select her 
shoes knowingly and quickly. But 
does she? She does not! The sev- 
eral stages of her shoe-buying 
enumerated above are never con- 
summated quickly. Ofttimes the 
woian, even after finding exactly 
what she wants in one store, will 
nevertheless go on to another in the 
hope of getting something finer— 
or a bigger bargain. 

Now let us consider this same 
woman’s purchase of a_ kitchen 
range. If she lives to be a grand- 
mother she may purchase as many 
as four kitchen stoves. Three stoves 
in a lifetime would probably come 
nearer to being the “average” fig- 
ure for the “average” woman. 


Therefore, a woman’s experience 
in buying stoves as compared with 
her experience in buying shoes or 
buying any one of a hundred other 
articles is as 1 is to 100. In fact, 
the average woman has no knowl- 
edge of stoves except in the case of 
the one she owns, plus what her 
friends have told her about theirs, 
plus what she has read and believed. 

Why Buy a New Stove? 

Anyway, why should the average 
woman who owns the average stove 
buy a new average range? The same 


, amount of money would buy her a 


new coat, a dress, or pay a month’s 
rent. The stove she owns bakes 
fairly well, looks fairly good, and is 
“stuck away” in a room of the home 
that only the most intimate friends 
ever enter to inspect. 

So that the retailer that sells 
“average” stoves probably has a dif- 
ficult time building up a profitable 
stove business, because he will be 
selling only to those who are com- 
pelled to purchase a new range and 
who, therefore, will buy the cheap- 
est that looks best. But the retailer 
that sees in the Lorain Oven Heat 
Regulator an incomparable service 
for every woman and that advertises 
and sells Lorain-equipped Gas 


Ranges on the basis of what the 
regulator will do for her, will find a 
market even in dull times. 

Now—it is easier to sell an ar- 
ticle than a service if your price 1s 
right. 


An article is something that 





Make Newspaper Advertising the Magic Carpet to Bring Stove Prospects and 
Buyers to Your Store. 
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the customer can see, feel, weigh, 
measure, and compare its value and 
price with those offered by your 
competitor. A service is an intan- 
gible something of supposedly great 
enefit to the buyer. It is worth 
any price the buyer wants to place 
upon it, but he can place no price 
on it until he’s proved it out. There- 
fore, service can be sold only by 
salesmen or by stores in whom the 
buyer has perfect confidence. It 
takes time to sell service. And, 
therefore, he who would sell sery- 
ice entirely by personal salesman- 
ship will find his cost of selling too 
large for profit. 

What other means than pure 
salesmanship, then, can the retailer 
adopt to reduce his selling cost. In 
the first place, the retailer should 
never attempt to sell a service that 
is not nationally advertised by the 
manufacturer of the article which 
renders the service. National ad- 
vertising, though it works slowly, 
works exceedingly well. It molds 
public opinion, changes old-fash- 
ioned ideas into modern thinking, 
and in many instances has complete- 
ly blotted out age-old inefficient 
habits. 

But national advertising can never 
effectually direct the public to the 
place to buy. That part of the job of 
successful selling must be done by 
the retailer. 

Window trims tell people where 
to buy. But their circulation is lim- 
ited. And again, the window trim 
tells the story of style and price best. 
A window demonstration will “get 
over” the story of service to too few 
people to make it a feature to be 
recommended for continuous use. 
And the cost, as a continuous prop- 
osition, would be too great in com- 
parison with results attained. 

Direct mail is another means of 
telling people where to buy and can 
also be used effectively to sell serv- 
ice. Few retailers, however, can af- 
ford to use direct mail to blanket a 
market as large as the stove mar- 
ket is. 

Newspaper Ads Tell Public Where 
to Buy! 

And then there’s newspaper ad- 
vertising. Newspaper advertising 
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tells best and quickest where to buy. 
It can also be used to tell why to 
buy. Newspaper advertising will de- 
liver a message to more people at a 
lower cost than any other means 
available to the retailer. Also, news- 
paper advertisings functions in two 
ways. First, it brings people into 
the store. Secondly,.it builds up 
public confidence in the institution. 
And it functions in another way. It 
puts an indefinable something into 
the spirit of the retail sales force 
that makes the work of the sales- 
people more effective. 
The Thing That Builds Up a Solid 
Business. 

Newspaper advertising is never 
a dead loss to the rétailer. Weather 
may keep away the crowds. The 
profit on the sales of the article or 
articles specifically advertised in a 
single advertisement may be barely 
sufficient to pay for the ad itself. Or, 
business conditions may reduce the 
ratio of sales to advertising expense. 
Nevertheless intelligent newspaper 
advertising, used within reason, and 
consistently, will eventually build up 
for any retailer that sells honest 
merchandise, a business that hard 
times, manufacturers, bankers, sick- 
ness or death cannot destroy. 

The Magic Carpet of the Retailer. 

Newspaper advertising is the Re- 
tailer’s Magic Carpet that travels 
swiftly, silently from his store to 
the homes of tens of thousands of 
possible customers, and it brings 
them into his place of business to 
seek the things they need for their 
health, comfort and happiness. 

In your efforts to perpetuate your 
business and to make it profitable 
don’t neglect to include an appro- 
priation for newspaper advertising, 
any more ‘than you would neglect to 
employ sales people to sell merchan- 
dise to those who come to visit 
your store with an intention of 
trading with you. 





Chicago Branch of Michigan Stove 
Company Buys Warehouse 
in Central District. 

The Michigan Stove Company, 
Detroit, Michigan, has purchased 
the building it now occupies at 3604 
South Morgan Street, Chicago, 


which it leased April 1, 1923, from 
the trustees of the Central Manu- 
facturing District. 

Francis Palms, vice-president, 
and John Ratcliffe, Chicago mana- 
ger, represented the Detroit firm, 
and H. E. Poronto and J. C. Erick- 
son the District trustees. No price 
was announced. 

The Central Manufacturing Dis- 
trict is so situated that shipments in 
and out of Chicago can be made very 
quickly and with a minimum of han- 
dling. 

The Michigan Stove Company 
manufactures the well known Gar- 
land stoves, ranges and furnaces. 





The Big Salesman 
Lets the Customer 
Sell Himself. 


Power is the ability to make 
things move; to get things done. 
Super power is power over and 
above the average. Super power 
and super salesmanship in one sense 
of the word, are synonymous terms. 
A man can be a super salesman 
when he learns to get more done 
than the average; when he learns 
to make sales easy. 

This is the opinion of a salesman 
who has reached the $10,000 a year 
class and must, therefore, have 
a great deal more than the proverb- 
ial grain of truth in it. 

It stands to reason that when a 
certain type of work comes easy 
to a man, he enjoys doing that work. 
It ceases to be work; it is a pleasure 
and it is then that his family physi- 
cian or his wife has to advise him 
when to take a vacation, as he him- 
self would never think one neces- 
sary. 

The real salesman makes sales 
easy. He studies human nature. 
Every nature has some peculiarity 
by which it can be reached. Some 
men are very shrewd in covering up 
their susceptible points, and with 
these real salesmanship will be nec- 
essary before they can be induced 
to sign on the dotted line. 

It is often said that the reason 
why X was able to sell Mr. Brown 
a high-priced car instead of the car 
he had set his mind on buying was 
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because he knew how to make 
Brown believe he was a regular fel- 
low; because he adroitly under- 
rated Mrs. Brown’s age by fifteen 
years ; because he played up Brown, 
Jr.’s athletic prowess; because he 
had learned from what angle Miss 
Brown’s vanity could be appealed to. 
An exaggerated case, but one that 
serves to illustrate what is the psy- 
chology of salesmanship and how 
it can be made to work for the sales- 
man. 


No Business Enterprise I's 
Safe Without a Sound 
Business Policy. 

Out of our present there should 
emerge a clear recognition that the 
success of a business rests as much 
on its credit policies as upon its abil- 
ities to trade, according to J. H. 
Tregoe. 

The unwisdom of this practice 
should have been clear enough when 
a short while ago, after running 
rampant in sales and production, we 
came face to face with a credit con- 
dition that dashed our hopes to the 
ground and materially reduced the 
profits that had come so easily from 
high trading in the years immediate- 
ly following the armistice. 

Upon the managers of credit must 
rest considerable responsibility for 
not doing their part in shaping the 
policies of an enterprise. The trou- 
ble, fundamentally is, that we have 
not made business as much of a pro- 
fession as it is capable of being. 

Without a sound credit policy, no 
business enterprise is safe. Sound 
credit is at the foundation of suc- 
cess. Even though carefully devel- 
oped, the damage suffered will be 
far less than if the other two items 
were active and the credit policy was 
unsound. The credit department 
should be recognized always, there- 
fore, in shaping the policies of a 
business or a banking enterprise, the 
manager of the credit department 
being entitled to this confidence or 
else should give way to someone 
who is. 

Send us copies of your advertise- 
ments. 
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Create Word Pictures in Your Advertisements Suggesting 


Customer Needs. 


The Potential Advertisement Generates 
a Demand Where No Demand Existed. 


IZARRE advertisements serve 
their purpose. The advertise- 
ment shown in the illustration, taken 
from the Canton, Ohio, Republican, 





not miss this opportunity. 


89c 


is especially adapted to the news- 
paper page containing many other 
advertisements of about the same 
size. The special Saturday sale is 
an efficient method of getting folks 
into the store, and also of moving 
otherwise unturnable stock. Care 
must be exercised to make the bar- 
gain a reality if the scheme is once 
entered upon. 

The scheme in the illustration is 
well carried out for that type of ad. 
It could be veritably surrounded 
with other ads without having at- 
tention detracted from it. 


KENNEDY HARDWARE COMPANY’S 


SPECIAL 


For Saturday Only, Nov. 3rd 


A Real Bargain 








Every. Pair Guaranteed 


Manufactured by one of the largest manufacturers. They 
are steel laid blades and will give absolute satisfaction. Do 


TheW.A.Kennedy Hard wareCo. 








The price box at each of the four 
corners is impressive, and they also 


insure ample white space. 


The type sizes and arrangement 





89c| 





89c 


The balance 





are well carried out. 
is perfect. 


The Bortz Hardware Company, 
Greenburg, Pennsylvania, believes 
thoroughly in the slogan “It pays to 


advertise.” Even if it is only to 
keep the name of the store con- 
stantly before the public the firm 
appreciates the value and power of 
repetition. 


For the purpose the ad is a good 
one, but the same space could have 
been put to a more profitable use 
with some slight rearranging of the 
ad. The name of the firm should 
never be separated from the ad- 
dress. A catchy headline at the top 
of the ad would make a great im- 
provement. The size of the type 
used below the name in the ad could 
have been made slightly smaller and 
there would have been a greater 
contrast, which always makes the 
headline stand out more. The bor- 
der is too heavy for so small an ad. 


How Much Money Have 
You in Frozen Assets? 

One of the questions raised at the 
National Retail Hardware Conven- 
tion at San Francisco, which re- 
unanswered was: “How 
much of his investment should a 


mained 


merchant have in frozen assets such 
as furniture and fixtures, etc. ?” 

Some of the dealers expressed the 
opinion that as much as 50 per cent 
is often tied up in this way to the 
general detriment of capital control. 
Liquid assets are what pay profits 
and are the only means by which 
the retailer can make money, it was 
said. It was generally agreed that 
it is essential today to reduce frozen 
assets to the minimum consistent 
with efficiency. 


BORTZ HARDWARE CO. 


STOVES, RANGES AND HOUSSFGRNISHING 
GOODS, AGRICULTURAL IMPLEMENTS, 
FERTILIZERS, GARDEN AND LAWN SEEDS. 


114-116 Penna. Ave. 


Greensburg. Phone 232. 
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Improvement Is Shown in Hardware and Metals With 
Firmer Prices and Greater Activity in Buying. 


Factories Are Increasing Their Working Forces, and 
July in General Shows Better Record Than June. 


BSERVERS in some sections 
O of the country entertain the 
opinion that a stronger undertone 
is becoming more apparent through- 
out the hardware market. The sale 
of staple hardware and tools is fairly 
active, and prices are holding firm. 
Seasonable goods for the most part 
are somewhat slow. Indications 
point to small advance orders for 
fall and winter goods, but it is be- 
lieved this will be offset by an active 
pick-up demand. 

Collections are reported as some- 
what better, and there is said to be 
a more concrete feeling of confi- 
dence on the part of both buyers 
and sellers. Deliveries between pro- 
ducers and distributors are reason- 
ably satisfactory, the price situation 
is at present more or less firm, and 
a large number of jobbers and re- 
tailers have been able, it is said, to 
liquidate some of their surplus 
stocks. 

Factories are reported to be work- 
ing on an average of five days a 
week, although few manufacturers 
are creating any surplus. Orders 
for the most part are being taken 
care of promptly. So far this 
month’s business in most of the 
principal hardware centers has 
shown a marked improvement over 
June. 


Copper. 

There are decidedly more in- 
quiries in the copper market from 
consumers amounting in the aggre- 
gate to about 10 million pounds for 
deliveries over the next three 
months. The firmer tone to the 
market is due also to a better export 
demand during the last two days 
and while there are sellers today at 
12.3714 cents delivered Connecticut 
points for July, August shipment, 
most of the producers are now ask- 
ing 12.50 cents for shipment run- 
ning into September and October. 

There has been a delay in com- 


piling the June figures due to the 
refusal of one of the larger pro- 
ducers to give ont their figures. It 
was estimated that stocks for June 
would probably show an increase 
and it was understood this same con- 
dition might be expected over the 
next two or three months. 


Zinc. 


The zine market is firmly estab- 
lished at 5.85 cents East St. Louis 
basis of Prime Western for July. 

Some August shipment is report- 
ed sold at the same price, but a 
premium for futures is asked by 
most of the producers quoting that 
month, and August is nominally 
5.8714 cents and September 5.90 
cents. 

In addition to the continued good 
demand from abroad there has been 
a fair amount of consumer buying, 
confined, however, to early needs. 

Operators are bidding 5.82% 
cents for any position, prompt or 
futures, but at present the market 
does not seem to need this support, 
and there is no great pressure to sell. 

Chicago warehouse prices are as 
follows: Cask lots, $11.50; less 
than cask lots, $11.75, per 100 
pounds. 


Lead. 


While activity is not general in 
the lead market, some important 
producing interests reporting only 
scattered carload orders, others give 
accounts of a good volume of sales, 
mostly for desilverized for July. 

During 1923, when the price sunk 
to 6.00 cents New York, the first 
upward turn came July 23rd, with 
heavy influx of fall demand. 

No:schedule can be laid out in ad- 
vance and it seems doubtful if the 
battery business, to take one impor- 
tant line, will be as active as last 
fall. All that can be said at present 
is that there is a better feeling, but 


substantial demand has yet to ma- 
terialize. 

Chicago warehouse prices are: 
$8.75 for pig and $9.75 for bar, per 
100 pounds. 


Tin. 

The New York primary tin mar- 
ket has held steady in face of the 
decline abroad and in face of the 
drop in sterling exchange of 134 
points. A few sales of Straits tin 
were made the middle of the week at 
44.8714 cents for nearby positions, 
but demand exceeded supplies and 
subsequent sales were made at 45.00 
cents for near dates and 45.12% 
cents to 45.25 cents for futures.’ 

According to an unofficial report, 
the shipments from the Straits dur- 
ing the first half of July amounted 
to 3,250 tons, which fits in with the 
estimate that shipments for the 
whole month will be about 6,000 
tons. American deliveries during 
July are expected to fall below 4,000 
tons and, therefore, an increase in 
the world’s visible supply of 2,000 
tons may occur. 

The market, however, continues 
to pay little attention to current con- 
ditions, and the prospect of an in- 
crease in supplies makes no impres- 
sion at the moment. 

Chicago warehouse prices are: 
$48.50 for pig and $50.50 for bar, 
per 100 pounds. 


Tin Plate. 


September specifications are due 
on tin plate this week from contain- 
er manufacturers and some already 
have been received. A few of these 
requirements had been anticipated 
by the producers and are ready for 
shipment if they have not already 
gone forward. 

Open market demand for produc- 
tion plate continues exceedingly lim- 
ited and there practically is no call 
at all for stock plate. The latter is 
unchanged at $5.15, base Pittsburgh, 





38 AMERICAN ARTISAN AND HARDWARE RECORD 


the former being firm at $5.50 per 
base box, 100 pounds Pittsburgh. 

Tin plate operations last week 
were on the basis of about 50 or 52 
per cent of capacity, but this week 
they will be higher, with the start- 
ing up of mills idle since the early 
July and holiday shutdown. 


Bolts and Nuts. 

Makers of bolts and nuts believe 
they see signs of impending buying 
by Detroit automobile interests, al- 
though so far no actual orders have 
been forthcoming. With inventory 
time now closing, makers feel cer- 
tain the low point of shipments has 
been passed. Competition for cur- 
rent business is keen and railroads 
have been offered wrought washers 
at $6.00 to $6.10 off, while small 
business has prompted a price of 
$5.75 to $6.00 off. Attractive busi- 
ness in large machine bolts can be 
done at 70 off, while small rivets 
have been quoted as low as 70, 10 
and 5 off. 


Sheets. 


Now that makers of steel sheets 
have their June costs before them 
they are not so precipitate in going 
below 4.80 cents, Pittsburgh, on gal- 
vanized sheet, 3.65 cents on black 
and 2.80 cents on blue annealed. 

Consumers are finding their stock 
lines badly broken and increased 
buying is prompted by this condi- 
tion. 

Bookings of sheets of all grades 
have been increasing slowly and 
makers are certain the corner has 
been turned. There is a dearth of 
wasters and seconds. 

Chicago warehouse prices are: 
$3.80 for 10 gauge blue annealed, 
$4.50 for 28 gauge black, and $5.50 
for 28 gauge galvanized, per 100 
pounds. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $16.75 to $17.25: 
old iron axles, $23.50 to $24.00; 
steel springs, $18.00 to $18.50; No. 
1 wrought iron, $12.50 to $13.00; 
No. 1 cast, $15.50 to $16.00, all per 
net tons. Prices for non-ferrous 


metals are quoted as follows, per 


pound: ‘ Light copper, 8 cents; 
light brass, 5 cents; lead, 5 cents; 
zinc, 3% cents, and cast aluminum, 
14% cents. 


Solder. 


Chicago warehouse prices on sol- 
der are as follows: Warranted, 
50-50, $29.00; Commercial, 45-55, 
$28.25, and Plumbers’, $27.25, all 
per 100 pounds. 


July 19, 1924. 


Reduction Is Made on Conductor 
Pipe and Other Sheet 


Metal Products. 

The Milwaukee  Corrugating 
Company has announced new prices 
on eaves trough, conductor pipe, val- 
ley, ridge rolls and other Milcor 
sheet metal building products, the 
changes amounting to a reduction of 
about 5 per cent. 


Pig Iron Prices Are Firmer and Appear to Be 
Headed for Minimum of $20.00 Per Ton. 


Foundries Are Still Loaded, But Inquiries, Although 
for Small Lots, Are More Frequent Than for Weeks. 


ORTHERN foundry and malle- 

able pig iron prices are firmer 
in the Chicago market, and appar- 
ently are heading toward $20.00 
minimum. 

While the bulk of the present bus- 
iness is going at $20.00, some is 
available at $19.50. Nothing under 
$20.00 is claimed to be available for 
last quarter. Furnaces are convinced 
that the market has turned and that 
it shortly will be established on a 
permanent $20.00 basis. Several im- 
plement makers are inquiring for the 
first time in months. 


The malleable and foundry iron 
melt has increased slightly. Most in- 
quiries and sales are for 200 to 500 
tons. 


The present radical curtailment 
of production is helping the mar- 
ket. The bottom of the southern 
market still is $18.00, Birmingham, 
for No. 2, but sales necessarily 
are light. Lake Superior charcoal 
iron is unchanged at $26.00, fur- 
nace. 


In the Pittsburgh district prices 
appear to have reached bottom and 
the entire tone of the market is 
stronger. The tendency is upward, 
although higher figures are unsub- 
stantiated by sales. 

Some makers of basic now are 
quoting $20.00, cash with order. The 
open market figure still is $19.00, 
valley. One producer states em- 
phatically its next sale will bring 
above $19.25, valley. Recent sales 


of bessemer tonnage brought $20.00, 
valley. 

Foundry iron activity is confined 
to a few small lots. Some are bring- 
ing $19.50, valley, for No. 2; $20.00 
for No. 2X and $20.50 to $21.00 
for No. 1. The minimum quota- 
tion on No. 2 still is $19.00. 

Rogers, Brown & Company, Cin- 
cinnati, report under date of July 18, 
1924: 

There is a noticeable improvement 
in inquiry and sale of pig iron, for 
the most part brought about by the 
conviction that prices have reached 
the bottom for the year. And addi- 
tional influence has been the resump- 
tion of operation after the mid-sum- 
mer shutdown of many foundries 
and steel plants. This has brought 
out a number of specifications for 
rush shipment. Inventories in many 
instances showed low stocks which 
are being replenished. 


While considerable spot shipment 
iron was negotiated, in the main the 
larger tonnages covered third quar- 
ter delivery with some extending to 
the end of the year. One or two 
districts report increased consump- 
tion which is now in excess of pro- 
duction at those points. In the 
whole Chicago district but one mer- 
chant furnace is operating. Only 
six out of 22 are in blast in the Buf- 
falo district, the lowest rate of pro- 
duction in several years. With an 
expected decrease in furnace stocks, 
the future looks brighter from a 
price standpoint and a_ gradual 
strengthening is anticipated. 
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